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EXPENSIVE, BURDEN- 
SOME AND USELESS 


Folly of Attempting to Base Rates 
, Upon Experience in Single 
tates 


BROADER EXPERIENCE REQUIRED 


Underwriters Hold Laws Proposed by 
Commissioners Violate Funda- 
mental Insurance Principles 





WHAT COMMISSIONERS DID 


Endorsed Ekern rate-supervision 
bills. 

Passed agents’ resolution against 
underwriters agencies. 

Recommended general enactment 
of New Hampshire agency qualifi- 
cation law. 

Broadened scope of automobile 
coverage. 





Characterizing as expensive, burden- 
some and useless so far as furnish- 
ing a reliable guide for rate-making 
the proposed laws discussed at the 
gathering of State insurance officials 
in this city on Monday and Tuesday, 
managing underwriters urged the com- 
missioners to discard the suggested 
measures. 

Very clearly and forcefully the com- 
pany men pointed out that the loss 
experience of no one State, not even 
New York with its enormous values, 
was sufficiently comprehensive to fur- 
nish a safe basis for rate-making, and 
that to predicate charges upon the 
record of a restricted territory violated 
the fundamental principle of under- 
writing, namely that of broad average. 

Moreover, the underwriters recited 
that the National Board of Fire Under- 
writers was just now completing de- 
tails for putting into effect the most 
comprehensive plan for classifying 
hazards and loss data, ever proposed, 
and that the information so secured 
would be available to the officials of 
all States, and anyone else interested. 
Data thus had and in such volume, 
would afford a vastly more accurate 
basis for computing premiums, than 
could possibly the fragmentary experi- 
ence filed with the different States. 

To supply classification data to 
each of the different States of the 
Union would result in enormously in- 
creasing the work and expense of the 
insurance companies, and such added 
cost would simply have to be passed 
on to the assured. 

The general classification scheme 
proposed by the National Board of Fire 
Underwriters has been known to the 
insurance commissioners for months, 
and they have expressed the utmost 
sympathy with it. Indeed, a commit- 

(Continued on page 20.) 
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THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


THE HOME’S steady and surpassing growth has 
resulted from the deliberate preference of careful 
insurers and of those who select indemnity for 
them; agents and brokers : : 
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Entered United States 


North British 1988 
and Mercantile 


Established 1809 Insurance Co. 





Since 1866, when the North British & Mercantile entered the 
United States, 1,833 Fire Insurance Companies 
have failed or retired 

















Liability Accident 


Burglary Disability 


Surety Bonds Plate Glass 
Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company 
of America 


Home Office: 68 WILLIAM STREET, NEW YORK 
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COMMISSIONERS DRO 
GROUP INQUIRY 


Tiring of Discussion State Officials 
Pass Resolution Denouncing 
Twisting of Policies 
NEW TANGLE IN STAMP TAX 
Commissioners Wire to Washington to 
Learn About Ten Cent Stamp 
on Licenses 


The Insurance Comissioners at their 
mid-winter meeting in the Hotel Astor 
this week dropped their group insur- 
ance investigation for the present, at 
least, and the opponents of group in- 
surance among the commissioners seem 
satisfied with the adoption of a resolu- 
tion that “every application for life in- 
surance made to any insurance com- 
pany, association, or fraternal society 
shall contain a statement that the in- 
surance applied for has not terminated 
and does not intend to terminate any 
other life insurance.” 

Ekern Leader in Anti-Group Fight. 

The commisioners have been having 
hearings on group insurance for more 
than a year and several of them ex: 
press themselves that they were very 
tired of the subject. These hearings 
generally took the form of. arguments 
in which representatives of the frater- 
nals attacked group insurance saying 
that it twisted many of their policies 
and that it was poor underwriting be- 
cause of lack of medical examination. 
These statements were rebutted by rep- 
resentatives of the companies writing 
group insurance. 

Commissioner Ekern of Wisconsin, 
the leader in radical insurance super: 
vision made a speech this week against 
group insurance. 

Soon after the commissioners began 
their session on Tuesday the question 
arose as to whether the insurance de- 
partments should attach a ten cent 
stamp on agency certificates. It de- 
veloped that the commissioners were 
rather at sea on this point, largely be 
cause they had sought the advice of 
local revenue collectors. Some com- 
missioners had decisions that licenses 
should be taxed; others, a contrary 
ruling. In the meantime, in some 
States the stamps have been used. 

Upon motion of Superintendent Has- 
brouck of New York it was voted to 
ascertain from the United States 
Government just what was in the mind 
of the Government so that a uniform 
ruling could be made by the commis- 
sioners. 

Stamp Tax Wire to Washington 

The commissioners’ special commit- 
tee appointed to disentangle the stamp 
tax situation drew up the following 
wire: 

W. H. Osborn, commissioner of Inter- 
nal Revenue, Washington. 

The National Convention of Insurance 
Comissioners of the several States at 
an adjourned annual convention now 
in session in New York city have ap- 
pointed the undersigned a committee 
to take up with you the question of the 
interpretation of schedule A of Section 
22 of the War Revenue bill relating to 
the stamp tax, in so far as it may af- 
fect certificates of authority issued by 
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the several State Insurance departments 
to agents, brokers and companies. The 
law requires a ten cent stamp to be 
affixed to “certificates of any descrip- 
tion required by law not ‘otherwise 
specified” in the act. Some commis- 
sioners under advice of their respec- 
tive attorneys general and the internal 
revenue collectors, are construing this 
law to mean that the stamp must be 
affixed to each certificate issued. Other 
commissioners, acting under contrary 
advice, are not requiring the stamp to 
be affixed, holding that such would in 
effect be the taxation by Congress of 
the several State governments. Licenses 
issued to companies, agents and brok- 
ers are in some States called certifi- 
cates of authority; in others, licenses. 


State departments, acting under the 
police power, regulate the affairs of in- 
surance companies and agents, inci- 
dentally requiring the taking out of 
these licenses. In view of this fact, we 
ask if you will not expedite public busi- 
ness and relieve the confusion which 
exists in the several States on the 
matter in question, by ruling definitely 
on the question of whether or not 
these certificates or licenses should be 
stamped. Our attention has been call- 
ed to the case of Ambrosini vs. the 
United States, and we recommend it 
for your consideration. 

Frank Hasbrouck, New York; C. F. 
Nesbit, Washington; Joseph Button, 
Virginia. 

No Blanks Recommendations 

The report of the Committee on 
Blanks concerning the adoption of the 
Revenue Life Blank and the Classifi- 
cation of Disbursements was given to 
the executive committee and will be 
acted upon after the first of the year. 
The life companies are opposed to the 
adoption of a new form of life blank. 
The sub-committee on blanks gave con- 
sideration to the general arrangement 
of the items on the disbursement pages 
of all the blanks and its opinion is that 
the pages should be divided into sec- 
tions, one relating to losses, another 
to acquisition cost, another to taxes, 
another to management expenses, etc. 
The Sub-Committee on Blanks did not 
commit itself in any way, but merely 
offered suggestions. 


HARD WORDS FOR SHIRKERS 





Particularly to be Condemned During 
Month of December Says 
E. A. Woods 


“Of all months, December is the one 
month when there is no excuse for an 
agent not to be in physical and mental 
condition to work hard,” says E. A. 
Woods, of Pittsburgh, in a shot at 
lazy agents. 

“You are a soldier of an army in 
constant warfare with poverty and 
ruin, but ever victorious. December is 
your month to charge. 

“In December, the wise soldier of the 
‘ever victorious army’ should have 
every ounce of energy and every hour 
of time devoted to the one purpose 
of getting applications. Anybody lurk- 
ing around in the office, whether city 
or country, or idling at his home in 
business hours during December, un- 
less absolutely necessary, is a loafer 
and a shirk, and is as much in the 
road as a person doing the same thing 
would be in a charging regiment. He 
ought to get in line or get out, and 
do this quickly. He is’ not only use- 
less to himself but impeding the rezgi- 
ment. 

“There are times in the army 
or in the life of a nation when, 
perhaps, admonition or even criticism 
of one’s fellow soldiers, or officers, of 
one’s country, in the right spirit, is 
wise and necessary. But when the 
order is given to charge, when the 
actual conflict is on, it is treason for 
a man to utter or even think of things 
that would divert him or others from 
attacking the enemy, weakening their 
loyalty by putting them into even a 
mental condition that will lessen their 
efficiency.” 


VOTE FOR MUTUALIZATION 





Meeting of Policyholders of Prudential 
Held in Newark on 
Monday 





At a meeting of policyholders of The 
Prudential held in Newark on Monday 
940,797 votes were cast in favor of 
mutualization and 208 against. Thus, 
the policyholders in an overwhelming 
fashion ratified the latest move of the 
great Company. 

Despite a heavy downpour of rain 
500 policyholders attended the meeting. 
General William C. Heppenheimer, of 
Jersey City, was in the chair. John 
K. Gore, Bennett Van Sycken and Gen. 
William J. McGie represented the 
proxies. The meeting was practically 
over in fiftéen minutes. First the ap- 
praisers’ report was read; then the 
report of the chancellor approving it. 

All the officers and directors of the 
Company were present, as was also, 
Commissioner LaMonte of the New 
Jersey Department of Banking and {n- 
surance. The report of the appraisers 
appointed by Chancellor Walker, which 
fixed the value of The Prudential stock 
at $455, on a par of $50, was first read, 
being followed by the report of the 
stockholders meeting, at which unani- 
mous enddérsement of mutualization 
was given. 





STOCKHOLDERS VOTE YES 

The stockholders of the Metropolitan 
Life at a meeting on December 4 voted 
in ratification of the mutualization of 
the Metropolitan Life. The policy- 
holders’ meeting will be held at No. 1 
Madison avenue the latter part of this 
month. 





AN INDUSTRIAL AGENTS’ UNION 





No Real Reason for Organization of 
Such a Body—Average $24 a 
Week 





The old movement to organize indus- 
trial agents into a union was revived in 
New York this week when Albert J. 
Carol, did organize “a union” and 
applied to Hugh Frayne, general or- 
ganizer of the American Federation of 
Labor, for an A. F. of L. charter. Here- 
tofore, attempts to organize unions of 
industrial agents have fallen through 
because the labor men declared that the 
fact that they did not receive definite 
wages, but were paid on a commission 
basis, did not constitute them eligible 
for union membership. 

Started in Bronx 

An investigation by The Eastern 
Underwriter developed that the present 
movement originated in the Bronx sec- 
tion of New York city, and that it is 
not general. A few disgruntled agents, 
back of the agitation, rushed into the 
labor papers, which printed columns 
about the movement. 

In discussing the situation with a 
representative of The Eastern Under- 
writer, a well-known division superin- 
tendent of a large life insurance com- 
pany said: “There is no Treason why 
there should be dissatisfaction on the 
part of agents writing industrial life 
business. In the particular district of 
the city where this union agitation has 
sprung up the agents average $24 a 
week. This is pretty good pay for men 
of their abilities, calling upon people 
taking out small policies. They are paid 
on the commission basis, the commis- 
sions differing for different kinds of 
work.” 





UMBRELLAS FOR WOMEN 
The latest welfare work of The Pru- 
dential Insurance Company igs to fur- 
nish women employes with umbrellas 
on rainy days. The Company has just 
given an order for four hundred um- 
brellas. 





The Public Savings Insurance Com. 
pany of Indianapolis announces that it 
will hold a “home office convention” in 
April. There will be two days of in- 
struction and entertainment for agents. 





Representing 


The Mutual 


Life Insurance Company 


of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America’”’ 
mean certain success for you. 





For Terms to Froducing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 








The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TWELVE MILLION DOLLARS 
Deposited With The State of indiana For The Sole Protection of 


Policyholders 





Good Territory and Remunerative Contracts for Men Whe Can 


“Do Things’’ 


Address CHARLES F. COFFIN, Vice President 
1231 State Life Building 
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DENISON, 
THE DALLAS, 
BIG Frwoatn? 
TEXAS GREAT 


TEXARKANA® 


SOUTHERN 


AUSTINe 


SAN AMTDRIOs oe 
sori mi COMPANYS 


Dec. 31, 1909 
Dec. 31, 1910 
Dec. 31, 1911 
Dec. 31, 1912 


Dec. 31, 1913 


J. 5. RICE, President 





GREAT SOUTHERN 


Life Insurance Company 


HOUSTON, TEXAS 
J. T. SCOTT, Treasurer 


OUR RECORD 





COMMENCED BUSINESS NOVEMBER 1, 1909 


INSURANCE IN FORCE 

GROSS ASSETS (paid-for basis) 
$655,004.93 $992,000.00 
1,057,016.02 5,352,260.00 
1,128,912.85 10,057,028.00 
1,306,689.41 14,859,856.00 
1,500,835.10 23,650,512.00 


Sept. 30,1914 1,815,302.46 30,630,355.00 


FOR AGENCY CONTRACTS ADDRESS 


O. S. CARLTON, Vice-President - - 


HOUSTON, TEXAS 











~No Grumbling Here! 


Thus far our new business for 1914 exceeds that of the same period in 1913, 


both delivered and written. 


Our representatives are prosperous, not grumbling 


— ae working, not talking war. They have modern policies, low net cost, 
effective literature, a first-class agency magazine, and happy relations with the 


Home Office. 


Occasionally we have a general agency opening. 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
Springfield, Mass. 


Incorporated 185] 
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Massachusetts Mutual Insurance Club 


Its Function is to Promote Life Insurance Education of Represent- 
atives of Companies 








Clerks in the home office of the 
Massachusetts Mutual have organized 
the Massachusetts Mutual Insurance 
Club, whose function will be to promote 
liieé insurance education among its 


members and to familiarize them, still 
more, 


with the history and present 





JOSEPH C. BEHAN. 


status of the Company, with its poli- 
cies, and with its business methods. 
The object is to still further increase 
the efficiency of the entire institution 
in its dealings with policyholders and 
beneficiaries. There will be a monthly 
meeting, and the officers of the Com- 
peny and the heads of departments 
will be the speakers. 
The Officers 

The following are the Club’s officers: 
President, Raymond D. Jewett; vice- 
president, S. J. Johnson; secretary, L. 
A. Bosworth. 

At the October meeting the actuary 
of the Company, Charles H. Angell, 
gave an informal talk upon “Plans of 
Life Insurance.” At the November 
meeting the superintendent of agen- 
cies, Joseph C. Behan, informally dis- 
cussed “Insurance From the Agent’s 
Point of View.” Mr. Behan described 
the difficulties which agents encounter, 
their opportunities and successes, 
some of the good which they do, and 
the qualifications they must possess. 
His address was delightfully illustrat- 
ed by anecdotes from the daily life 
of men in the field. Mr. Behan also 
spoke earnestly of the possibilities for 
increased efficiency which lay in the 


work of the new club. To furnish the 
highest possibile quality of service to 
policyholders and beneficiaries was de- 
clared to be the Company’s continuous 
and chiefest aim. There are two great 
branches of the work, Mr. Behan said, 
that of the home office and that of 
the field. These branches are co-Op- 
erative and interdependent, and any- 
thing which can be done to increase 
the efficiency of the home office 
branch will have a beneficial effect 
upon the work of the field branch and 
consequently upon the efficiency of the 





RAYMOND D. JEWETT. 
Mutual 


ertire Massachusetts insti- 
tution, 
Henry Loeb to Speak 

The large attendance at the meet- 
ings shows that the home office of the 
Massachusetts Mutual is fully imbued 
with the wide-awake spirit for which 
the agency organization is so well 
known. 

The next meeting is set for Friday 
evening, December 18. The speaker 
will be Henry Loeb, second vice-presi- 
dent of the Company. He will talk 
upon “The Application,” and, taking 
each question which the blank con- 
tains, he will describe its use and ex- 
plain its object. 





It is probable that there will be no 
change in the dividend formula of the 
Phoenix Mutual Life save for the addi- 
tion of one more actual dividend which 
the Company is paying on 3 per cent. 
policies. 


UNDERWRITER 


GERMANIA’S 1915 DIVIDENDS 


ON SAME SCALE AS LAST YEAR 





Company Sets Aside $935,000 for 
Distribution—No Permits for 
Military Service Abroad 





In October of each year the Ger- 
mania makes up an exact balance 
sheet as of October 1, in order to be 
enabled to obtain as reliable a fore- 
cast as possible of its condition at the 
end of the year. Such a balance sheet 
made for October 1, 1914, shows as- 
sets amounting to $50,502,450. On the 
basis of such statement the Company 
expects that the end of the year it 
will have a surplus, exclusive of cap- 
ital $2,419,000. Out of such 
surplus it was decided to declare the 
amount required as dividends to poli- 
cyholders on the regular basis and to 
set aside for distribution in 1915 the 
amount of $935,000. 

The Company had outstanding on 
the aforementioned date insurance on 
the paid-for basis of more than »150,- 
000,000, and there will no doubt be a 
material increase during the last 
quarter. 


SLOCK, OI 


European Branch 

In the Company’s European Branch 
the writing of new business has prac- 
tically ceased, for the reason that no 
permits for military service have been 
granted on any conditions since the 
outbreak of the war, but in every re- 
spect the financial conditions of the 
Branch are very satisfactory, as is 
evidenced aside from other things by 
the fact that 92 per cent. of the inter- 
est on mortgages due on October 1 
last, were received within two weeks 
after the due date. 

Losses by death directly attributable 
to the war have so far been quite 
moderate, which is due to the fact 
that outstanding insurances covering 
the risk of war form only a compara- 
tively small part of the Company’s 
total European business and that the 
Company is only liable for the re- 
serve where the war risk had not been 
assumed. For policies with war in- 
surance the Company has an extra 
reserve of about a quarter of a million 
dollars. 





FAMILY PROTECTION POLICY 





New Contract of Germania Life— 
Monthly Income After Death 
and Other Features 





The Germania Life Insurance Com- 
pany has issued a new contract, called 
the “Family Protection Policy.” In 
the case of a man 35 years old insur- 
ing for $10,000, with 20 years period 
of insurance, the contract is_ illus- 
trated as follows: Annual premium 
$627.70, to be reduced by annual divi- 
dends. 

If the insured dies within said period, 
there will be paid to his family: 


(a) Immediately for current ex- 
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penses, 10 per cent. of the face amount 
of the policy, namely $1,000; 

(b) Beginning in the next month after 
such first payment, a monthly income 
of 1 per cent. of the face amount, 
namely $100, terminating with the last 
monthly payment preceding the end 
of the period; 

Surplus interest will be added at 
the beginning of each new policy year 
to the monthly payment then due, in- 
creasing such payment materially. 

(c) At the end of the period, the 
face amount of the policy, namely 
$10,000. 

If the insured survives the 20-year 
period, he will then receive: 

(a) The face amount of: the policy, 
namely $10,000, in cash; 

(b) A paid-up life policy of 10 per 


cent. of the face amount, namely 
$1,000, participating in the earnings of 
the Company and payable at his death. 

Should the death of the insured 
occur at the end of the third policy 
year, the minimum total payments to 


be made by the Company in a case such 
as illustrated on the preceding page 
would be: 
(a) Immediate benefit 
(b) Monthly income of $100 
for 17 years, (not count- 
ing surplus interest), aggre- 
gating 
(c) Final 


TT re $ 1,000 


20,400 
10,000 


benefit 


COLLEGE CLASS ENDOWMENTS 





Trinity College Seniors Considering 
Plan for $250 Policy for 
Each Man 





The plan of having college classes 
take out endowment insurance policies 
for the benefit of the college, is being 
pushed a great deal at present by life 
insurance agents, as graduates find, in 
the college endowment plan, a most 
satisfactory manner of providing future 
funds for college purposes. The fact 
that the premium is not large enough 
to be a burden to the student, even 
during his first two or three years in 
the business world, adds a strong rea- 


son for taking such insurance. Several 
months ago Williams College seniors 
took up a plan of this kind as have 


several other New England institutions 
of learning. 
The most recent case reported is at 


Trinity College, Hartford, where the 
senior class is considering a proposi- 
tion to provide, through life insurance, 
an endowment on its twenty-fifth re- 
union. Each member of the class 
would take out a $250 endowment to 
run 25 years at an estimated premium 
of $9.50. On the basis of a class of 
50 men, this would guarantee to the 
college a gift of $12,500 twenty-five 
years hence. The annual dividends 


which would accrue, will be paid over 
annually to the college and the esti- 
mated amount which would be received 
in this way, viz., $5,000, or about $100 
per policy, would go to offset any 
lapses. 
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Successful Life 
Salesmen Earn 
$2,000, $3,000, $5,000 and upwards 


you 


a year. 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


FORREST F. DRYDEN, President 


Incorporated as a Stock Company by the State of New Jersey 


They began as 
WE WANT AGENTS 





Insurance 


will. 


Home Office, NEWARK, N. J. 
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Second Shot From Minnesota 


Last week we published in this space a statement of 
business conditions in Minnesota. We said that “Business 
is normal in Minnesota.” We also said that people in the 
West are patronizing the good western companies and 
proved it in our case at least by giving a record of produc- 
tion in our agency year by year for the last seven years. 
This record showed an average yearly gain of nearly one- 
half million of life insurance. Then we proceeded to en- 
thuse a bit about our Company, NORTHWESTERN NA- 
TIONAL LIFE of Minneapolis, and tried to bring home to 
agents, who are unfamiliar with it, the one fact that it is 


Business In The 





Prize Spots For Successful Men 


The field is ripe for the harvest. We have three gen- 
eral agencies which we desire to fill shortly after the first 


WHITE & ODELL, State Agents, Northwestern National Life, Minnesota 

















a conservative company, purely mutual in theory and prac- 
tice and managed by nine directors, all men of the highest 
standing. And these directors are intent on building one 
of the best life insurance companies in America in the City 
of Minneapolis. To this we add this fact that an investiga- 
tion will show that NORTHWESTERN NATIONAL is 28 
years old, has $31,000,000 of high grade insurance in force. 
Its surplus and dividend payments to policyholders are on 
the increase steadily year by year. It has no capital stock. 
It would seem to be an ideal company for a good producer 
to tie up to FOR LIFE. 


Country Districts 


The accompanying map shows graphically our organi- 
zation throughout the state of Minnesota. Each dot repre- 
sents a local agent. The state has been divided into a num- 
ber of exclusive general agencies, and the general agent 
upon assuming control is given the benefit of all the busi- 
ness produced in his territory; to him is referred inquiries 
for insurance (now that NORTHWESTERN NATIONAL 
has spent eighteen thousand dollars in farm journal adver- 
tising), applications for agencies and in fact all matters 
pertaining to. his particular agency. These local agents 
have been obtained at a large expense and are a real asset. 
Many of them are local bank cashiers and officials who loan 
the insurance company’s funds on farm mortgages, assist 
the general agent and his managers in the writing of busi- 
ness and discount notes taken for insurance. We attempt 
to stimulate independent production by the offering of lib- 
eral prizes to teach these local agents to sell insurance thru 
the columns of our “Minnesota News Letter,” published 
twice a month. The renewals on all business produced go 
to the general agent; he also has a fair margin on inde- 
pendent business written by his local agents; where the 
business is written jointly, the commissions are divided on 
an equitable basis. 


Another Big Producer 


Dr. E. G., who came to our agency three years ago 
from St. Louis says that he was surprised to find how few 
of the farmers and townspeople of Minnesota had old Line 
insurance as compared with his former field of operations. 
He wrote $300,000 the first year he was with us and has 
been increasing his production each year. Many people ar« 
dropping their assessment insurance and buying 20 Pay 
Life and Endowment. 





of the year. If you would like to tackle the job in Minne- 
sota, write us for full information. 





100-125 Northwestern National Life Bldg., Minneapolis, Minn. 
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Meeting of Life Insurance Presidents 











The eleventh annual meeting of 
the Association of Life Insurance 
Presidents began at the Hotel Astor 
on Thursday. It was the start of 
one of the most interesting and 
instructive meetings that the life 
presidents have yet had. 


THE ERA OF MYSTERY IS OVER 


CLARK 














REMARKS OF JESSE R. 





Association of Life Insurance Presi- 
‘dents Has Done Much to Edu- 
cate the Public 





Jesse R. Clark, president of the 
Union Central Life Insurance Company 
of Cincinnati, opened the meeting of 
the Association of ‘Life Insurance 
Presidents with the following address: 

The topic of this occasion, “Better- 
ment of Life Insurance Service,” has 
the ring of modern-day thought. 

I remember distinctly the initial 
meeting of this Association. Paul 
Morton has assembled executives of 
life insurance companies from all over 
the country, to consider the advisability 
of forming an association of life insur- 
ance presidents. 

He invited an expression of opinion 
as to the service which such an or- 
ganization might render. This was 
offered by the companies in alphabeti- 
cal order. Then there was a pause— 
we looked at each other and suggested 
that perhaps the next step was to go 
home and think it over. Mr. Morton 
jumped to his feet and said, “Gentle- 
men, I hate to invite a lot of busy men 
from all over the country to a confer- 
ence and have them go home without 
doing anything.” “But, Mr. Morton, 
what would you have us do?” “I would 
appoint a committee of ten to deter- 
mine the form of a possible associa- 
tion, and have it report to this body at 
two o'clock this afternoon.” The com- 
mittee was appointed; we adjourned 
for committee work, reconvened, and 
the association of life insurance presi- 
dents was the result. For what pur- 
pose? The betterment of service. 

Legal Expenses in Old Days 

As a practical test of this claim, I 
have but to relate another incident of 
that initial meeting and a sequence 
under the present organization. A piece 
of seemingly vicious legislation, which 
commanded the attention of every life 
insurance company, large or small, had 
been introduced in one of the legisla- 
tures. A group of officials in discuss- 
ing their experience relative to it 
finally dropped upon the legal expense 
of the respective representations. 

The largest fee paid was fifteen thou- 
sand dollars—the next ten, eight, five, 
etc., throughout the group: The total 
paid amounted to some thirty thousand 
dollars for that work, in which the 
principle involved was the same to 
every company. That experience alone 
was enough to suggest the necessity of 
a department in the new organization, 
which should keep members advised of 
all measures proposed and properly 


represent their interests before legisla- 
tive conimittees. The members of this 
association can easily estimate in dol- 
lars and cents the service rendered by 
this branch, now thoroughly establish- 
ed—a service not only to the policy- 
holder in the saving of expense, but to 
the legislator as well, in presenting to 
him well-digested arguments for or 
against measures introduced. 


The era of mystery in the science of 
life insurance has passed. It was rep- 
resented by a strange combination of 
antagonistic forces. There was the 
actuary of the early days—educated, 
beyond his times—delving into the 
formulae of plans and results involving 
most intricate mathematical calcula- 
tions; a wonder to the unitiated. And, 
upon the other hand, there was the 
agent, with little or no preparation, 
starting out to demonstrate to the pub- 
lic the practicability of organized life 
insurance. Is it strange that mystery 
was the result, or that the legal depart- 
ment was very much more prominent 
in those days? 

Public is Enlightened 


To-day there is no audience for an 
ignorant solicitor with his fairy-tale. 
The public has been enlightened and 
demands a scientific presentation. The 
advance in every branch of the busi- 
ness is simply a natural evolution. 

The self-constructed actuary is not 
recognized by reason of his title; he 
must have the certificate of approval of 
an established actuarial society, based 
upon a course of study and examina- 
tion proving efficiency. I had the con- 
fession of a member of one of the ac- 
tuarial societies, who stated that he was 
glad that he was a charter member, 
for he had serious doubts as to whether 
he could stand the examination now 
recuired for admission. 

The National Association of Life 
Underwriters has done its best work 
in broadening the solicitor by relating 
and discussing in its conventions 
methods of presentation to prospects. 
It has now taken an advance step in a 
campaign of education through the 
press. 

Even the investment branch of the 
business is being organized in certain 
lines, so that it may be better under- 
stood and used more extensively by the 
companies. 

The medical schools have as yet 
touched the subject of life insurance 
but lightly in their lecture courses, but 
the time will come when more atten- 
tion will be given to the physician as 
an examiner for life insurance, and 
some day the medical director will re- 
cuire him to present a certificate to 
show his efficiency for this special 
work, based upon examination. 

Governmental Supervision 


Never has the work of governmental 
supervision been better understood or 
more appreciated by company and 
policyholder. Now the chief duty of 
the insurance commissioner is not ex- 
pressed in admonition only, but rather 
in advice—how to do what is wanted to 
the best advantage of all concerned. 

The culmination of this united ser- 
vice is clearly reflected in a policy con- 


tract free from technicalities. This in 
itself eliminates the necessity of the 
lawyer to effect settlement of claims, 
and brings the beneficiary and the 
company together upon terms of mutual 
confidence. 

The Association of Life Insurance 


(Presidents has endeavored in the past 


to co-operate with all branches of the 
business, whether organized or not. It 
has gone further than that, in en- 
couraging the introduction of the sub- 
ject of life insurance into the curricu- 
lum of schools and colleges, which 
guarantees an earlier, and therefore 
keener, conception of the offices which 
this great business may fulfill in the 
future. 

In harmony with the effort to get 
closer to the people, the program of 
this occasion takes an actual step right 
into the family circle. I do not believe 
it is inappropriate for me to congratu- 
late you in advance upon the treat 
which is in store for you. 


SANITARY ENGINEERING 

Rudolph Herring, a famous consult- 
ing engineer, discussed “The Relation 
of Sanitary Engineering to Public 
Health” in an interesting fashion be- 
fore the Association of Life Insurance 
Presidents on Thursday. He conclud- 
ed as follows: 

“In closing these remarks, we may 
draw the general conclusion that pub- 
lic works relating to sanitary engineer- 
ing have reached a point of develop- 
ment, based on sufficient knowledge 
and experience, to present satisfactory 
solutions in practically all cases. {n 
but a few we still need further light, 
which, no doubt, within a short time 
will be forthcoming, so that all of 
our works will then fully contribute 
their share, not only to increase our 
health and comfort, but also corre- 
spondingly to prolong our lives.” 





TO BUILD 12-STORY STRUCTURE 

The Scranton Life Insurance Com- 
pany intends to build a twelve-story 
building. Operations are to begin in 
the spring. 


AETNA’S CANADA “WAR RISKS” 





Company Has Issued Two Hundred and 
Fifty-Eight So-Called war 
Policies 





J. L. English, vice-president of the 
Aetna Life Insurance Company, asked 
by The Eastern Underwriter for a state- 
ment regarding the writing of “war 
risks” in Canada, said on Tuesday at 
Hartford: 

“I have to say that this Company has 
issued 258 so-called war policies in 
Canada, that is to say, policies upon the 
lives of men who contemplate overseas 
military service. One hundred and 
thirty of these were issued on the lives 
of men enlisted from Wentworth 
County, Ontario, and the premiums 
were paid by the county. All of these 
were non-participating policies ranging 
from $500 to $1,200 each on the twenty 
year endowment plan at regular rates, 
and the medical examinations were 
made by the surgeon of the regiment 
without expense to the Company. All 
the war policies have been issued for 
not exceeding $2,000 each on the twenty 
year endowment plan and without the 
disability feature at reduced expense 
for commissions and medical examina- 
tions.” 





TRAVELING TOO FAR 

“It is a common failing,” says T. A. 
Buckner, of the New York Life. “Many 
agents are inclined to travel too far for 
their business. This young man will 
later have to enlarge his circle of pros- 
pects and seek sOme at a greater dis- 
tance. But in going diligently after 
those right at hand he sets an example 
in insurance soliciting that a whole lot 
of people in this agency force would 
do mighty well to follow. What do you 
think?” 


At the recent election in Chicago 
voters adopted the $8,000,000 appro- 
priation for completing the boulevard 
links between the North and Soath 
sides. This improvement enhances the 
value of Federal Life holdings. 
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Special confidential contracts for Superintendents, Assistant 
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individuality at its full value. 


Solicitors are like gizzards, no good without grit. 1 you 
ment and connect with some young company where you can find a future worth considering ? 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you? on | 
spring of success, but a mainspring has no force unless you wind it up. Grit is the key with which you can do the winding. )f you 
have ambition enough to desire a better position, and grit enough to go after it, you can_ spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. 
good position in a state where only eleven companies wrote as much as a million each last year ; 
behind every bush, and the first wail of a new born infant is not “hard times. nd 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, 
tion That will mean promotion as rapidly as you are entitled to it and the capitalization of your 
The president of this Company is W. T. Crawrorp; Vice-President and General Manager, Tuomas P. 


Luoyp, M. D.; Superintendent of Agencies, W. M. Lipsey, all of Shreveport, La. 


mean the realization of all your dreams. 


How many times have you promised yourself to cut loose from your present environ- 
When you climb to the top of the rut 


where a competitor does not lurk 
If you have the grit to make a change and a reasonable 


Ambition is the main- 


You ean secure a 


that will 
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WOMEN’S INSURANCE NEED 


POINTED OUT BY HERBERT COX 








Less Than 7 Per Cent. of Insurance 
Risks are Upon Lives of 
Women 





Herbert C. Cox, president of the Can- 
adian Life Assurance Company of Tor- 
onto, made the following address on 
“The Increasing Need of Life Insurance 
for Women” at the meeting of the asso- 
ciation of Life Insurance Presidents 
this week: 

The problem of the insurance of 
women has ever been one of interest 
and difficulty because of the paucity of 
knowledge we have been able to bring 
to bear upon its solution. At a very 
early period we learn that woman as 
an insurable subject was considered 
most desirable; at another period—the 
companies having insured her on a 
lower premium rate than men ‘because 
of her supposed superior longevity— 
we find her attractiveness quite dis- 
pelled ‘by the unfavorable mortality ex- 
perienced. At still another and later 
period, we find her again being wooed 
by life’insurance companies, until pres- 
ently practically all barriers to her 
acceptance have been removed. 

As pointed out by Cornelius Walford, 
F. I. A., the earliest glimmering of the 
idea of woman as an interesting statis- 
tical subject was when Graunt, in 1661, 
made something in the nature of a dis- 
covery, namely, that in the City of 
London there was a preponderance of 
males over females, but that the fe- 
males outlived the males, in spite of 
the fact, which had come under his 
observation, that ‘Physicians have two 
women patients to one man, yet more 
men die than women.” He was, how- 
ever, speaking only generally, and came 
to no positive conclusions. 

The Greater Longevity of Women 

In 1693, Dr. Halley, in constructing 
the Breslau table of mortality, had not 
discovered the superior lengevity of 
women, and it was not until 1742 that 
Kersseboom, in his investigations into 
the mortality of the Dutch Annuitants, 
took special note of that amongst fe- 
males, and his data established the fact 
of their greater longevity. This infor- 
mation, together with further proofs 
supplied in 1746 by Deparcieux, an in- 
vestigator of the French Tontines, was 
turned to advantage by the Dutch, who, 
when gubscribing to a scheme of Eng- 
lish Exchequer Life Annuities, nomi- 
nated girls instead of boys, thus obtain- 
ing the benefit of the more favorable 
mortality. 

Generai Experience 

Up to 1843 the confidence engendered 
by these discoveries had, as stated, re- 
sulted in the life insurance companies 
offering lower rates to women, which 
proved to be a sorry miscalculation, for 
in that year the tabulated experience 
of seventeen British offices demonstrat- 
ed that the boasted longevity of 
women failed to assert itself when in- 
sured women were under observation. 

The general experience from that 
time was that the insured female pre- 
sented a doubtful aspect, and the un- 
favorable mortality gave rise to the 
suspicion that the offices had been 
grossly deceived by. the woman appli- 
cants, who, it was asserted, could not 
have disclosed their true physical con- 
dition to the examining physician. An 
excessive death rate in the first five 
years of risk seemed to bear out this 
contention, but no specific case of 
fraud could be discovered. Many sug- 
gestions were offered in explanation of 
this reversal of the former case for 
women as good insurable risks, it even 
being mooted that they were subcon- 
sciously warned of the approach of 
disease while they were still in a per- 


fect state of health, and thus impelled 
by instinct they applied for insurance. 

In 1861 the compilation of the well- 
known Combined Experience Table of 
Mortality led to the conclusion that the 
greatest reliance could be placed upona 
table which was based upon observation 
of male lives exclusively, as the mor- 
tality among insured females had been 
clearly shown to be higher than among 
insured males. The recent investiga- 
tion made by the Actuarial Society of 
America still further confirms this 
finding, although the superior longevity 
of women in general is still unques- 
tioned. 


Women as Voluntary Applicants 


This wide divergence in experience 
as exposed by a comparison between 
insured and uninsured women we may 
in large measure account for by a re- 
view of the practice of the companies 
which would seem to indicate that 
they have somewhat extensively adopt- 
ed the method of waiting for female 
insurants to propose themselves. If 
the same procedure were followed in 
regard to men, the result would, in all 
probability, be similarly adverse. Offi- 
cials and agents know the necessity of 
urging men to apply for life insurance 
and the voluntary applicant in some de- 
gree invites especial scrutiny of his de- 
sirability as a risk by this very offer- 
ing of himself without solicitation. It 
would, therefore, seem that if the in- 
creasing need of life insurance for 
women is to be met, without undue 
stress upon the companies, we must 
adopt toward them the same attitude 
as toward men. It is not sufficient to 
accord them the same rates and plans, 
as has already been done quite com- 
monly, but that we may create a favor- 
able average our agency systems must 
be extended to include an aggressive 
campaign among women of all classes, 
employing such safeguards as are 
reasonably demanded for the female 
risk in the same manner that hazards 
are guarded against in dealing with 
men in various occupations and walks 
of life. 


An Increasing Need 


Thet the occasion of insurance for 
women is great and urgent and largely 
unsatisfied is apparent, and we must 
perforce acknowledge that its need has 
far outgrown the machinery of. the com- 
panies for supplying it, the personal 
solicitation which has been the great 
factor in the increase of insurance 
among men being almost entirely 
nes;lected. Probably less than seven 
rer cent. of insurance risks are upon 
the lives of women. This surely can- 
net be considered a fair proportion, 
having in mind how very extensively 
woman has been thrust into the pro- 
fessional and industrial occupations by 
our modern civilization. In art, in 
literature, in law, in medicine, in edu- 
cation, in finance, in commerce, in 
manufacture, and even now in war the 
twentieth century woman is bearing her 
full share in the creation and conserva- 
tion of the wealth of nations, and in 
the support cf those for whom circum- 
stance had rendered her responsible. 
While this in:reasing absorption of 
women in business pursuits may by 
some be viewed as constituting a danger 
to the State, on the one hand through 
giving them interests foreign to the 
home, and on the other through the ef- 
fect of their competition with man, 
thereby lessening his earning capacity 
to the point where the forming of home 
ties is not feasible, it is nevertheless 
the outcome of present-day economic 
conditions and must be recognized as 
an integral part of our financial and 
industrial fabric. Charged, then with 
the maintenance of themselves and 
sundry others, it would seem they per- 
form a function as important to society 
as do their brothers, and they cannot 
logically and properly prosecute their 
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Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 


By the State of Texas, July 2, 1912 


“The affairs of the Company are most ably managed, 
all its records are in excellent shape. 

“The treatment of policy-holders has been fair and equitable 
and claims have been promptly paid. 
that the Company enjoys the confidence of the insuring public, 
a confidence apparently well deserved.” 


and 


Evidences are not lacking 
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Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

- More than a hundred thousand suitable subjects in the 


State are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 


men to tell them about the Southland Life. 


JAS. A. STEPHENSON, President 


Address— 


DALLAS, TEXAS 








avocations with independence and con- 
tent without the provision and protec- 
ticn for the future of which those 
brothers have the advantage and which 
they also should be able to secure 
through life insurance. Every basic 
argument in support of insurance for 
men serves also to impress the necessity 
and desirability of similar protection 


for such women producers. In addition 
and of equal importance is the econ- 
omic value to the State of having in- 
sured those women who have estab- 
lished for themselves a monetary 
value through becoming the support of 
others who may eventually but for the 
air of life insurance become a charge 
upon the State. 
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Relation of Life Insurance to the Credit Fabric of Business 


BY A. BARTON HEPBURN 


Hepburn is Chairman of the Board of Directors of the Chase 


of New York 








I am asked to discuss “the relation 
of life insurance to the credit fabric 
of business,” from the viewpoint of a 
banker. 

In 1879 I was chairman of the As- 
sembly Insurance Committee of the 
New York Legislature, a position un- 
solicited and undesired, but a position 
which forced upon me more or less 
study of the subject of life insurance. 
The Continental, Knickerbocker, Globe 
and other companies failed, and the 
failures were bad ones; public senti- 
ment was greatly aroused and the de- 
mand for immediate legislation was 
importunate. All attempts at legisla- 
tion that year failed, because every 
measure was loaded down with puni- 
tive provisions, ex post facto pro- 
visions, not only unwise but unconsti- 
tutional. It required the lapse of a 
year for the temper of the public to 
cool down sufficiently to permit of the 
enactment of wholesome legislation. 

In 1879 the total resources of The 
Prudential Insurance Company were 
$201,891, and outstanding insurance 
was $3,866,913; in 1913 the total re- 
sources of The Prudential had grown 
to $335,478,783, and outstanding insur- 
ance, ordinary, to $924,362,877, indus- 
trial, $1,462,515,043. In 1879 the re- 
sources of the Metropolitan Life Insur- 
ance Company were $2,022,482, and its 
total outstanding insurance amounted 
to $11,150,349; in 1913 the total re- 
sources of the Metropolitan were $447,- 
972,405 and outstanding insurance, 
ordinary, amounted to $1,038,089,393— 
industrial insurance amounted to $1,- 
778,415,069. The aggregate resources 
o1 the New York Life, Mutual, Equit- 
able, Prudential and Metropolitan were, 
in 1879, $166,296,822, and their aggre- 
gate outstanding insurance was $603,- 
553,606. According to their reports 
for 1913, the aggregate resources of 
these companies had grown, in the 
intervening 34 years, to $2,694,591,746, 
and their outstanding insurance had 
reached the enormous total of $7,325,- 
711,135 of ordinary insurance, and in- 
cluding the industrial insurance of the 
Metropolitan and Prudential, the grand 
total reaches $10,566,042,247. 

Greatest Investment Banks 

I have presented these figures in 
this way, in order to emphasize the 
fact that these institutions are the 
greatest investment banks in the world; 
and indeed they practice a measure 
of commercial banking, since life in- 
surance companies have adopted the 
policy of loaning to the insured upon 
their policies as collateral. A con- 
tractual obligation is written into the 
policies, whereby they agree to loan 
a certain percentage of the surrender 
value at a fixed rate of interest at any 
time when the insured may require 
the same. Policyholders are coming 
to realize this privilege and the volume 
of these loans is constantly on the in- 
crease. The aggregate amount of such 
loans, according to the 1913 reports 
of the five companies above named, 
was $356,280,312.92. Such loans, of 
course, offset and reduce the amount 
of insurance. Such disadvantage must 
be more than counterbalanced, in the 
opinion of life insurance managers, by 
the commercial value, the availability 
as collateral, which the borrowing 
privilege gives to the policy. 

The asset side of life insurance may 
be classified as banking—in one form 
or another. Should not the banking 
character of life insurance companies 
impose upon them, measurably, the 
same obligation to support the credit 
fabric of the country, as rests upon 


other forms of banking? If savings 
banks, trust companies and commer- 
cial banks are required by law to keep 
a reserve against their liabilities, 
should not life insurance’ companies, 
in the conservatism of good manage- 
ment, keep liquid funds available in 
case of need? Should not the liquid 
character of their assets contribute to 
the general protection of the public 
credit in times of stress and strin- 
gency? I by no means lose sight of 
the differentiation between life insur- 
ance and banking, and I am not ad- 
vocating fixed legal requirements of re- 
serve, but in view of the policy loans 
to the insured, it can no longer be 
said that a man must die before any 
demand upon the company can result 
from his policy -of insurance. 

The Comfort of Insurance Protection 

Time was when a life insurance 
agent had to weave a spell, to fascinate 
with fluent phrase to induce the sale 
of a policy. Now, if a business man 
is known not to have a life insurance 
policy, it excites the query, “I wonder 
why?” Of course the premiums ex- 
ceed the death losses, and long years 
of payment enable the companies to 
meet the presently occurring losses. I 
have never known anyone to regret 
these constantly recurring payments, 
year after year, and all the while the 
insured has had protection. Anxiety 
and worry yield to the comforting con- 
viction, day by day, that his insurance 
will enable his estate to make full 
restitution to those who have given 
him their confidence and credit, or 
better still, that his insurance will care 
for and maintain his loved ones when 
his supporting hand no longer avails. 

The Good Book tells us that “a con- 
tented mind is better than great 
riches.” Life insurance has been most 
effective in bringing the contented 
mind within the reach of all. 

Life insurance companies and banks 
both deal in credit and subsist upon 
credit, and both draw from the public 
the financial resources with which they 
in turn serve the public. The reser- 
voir, filled by the inflowing stream 
of ‘premiums, is drained by the out- 
going current of ascertained 1los:ses. 
The asset side of life insurance deals 
wholly with credit; on the liability side, 
your outstanding insurance depends 
upon your credit with the general pub- 
lic, upon their belief in the honesty 
and efficiency of your management and 
your financial ability to meet obligations 
contained in such insurance. You would 
not insure a known crook, however 
flattering your physicians might report 
his physical condition to be, nor would 
a bank make a loan to a known crook, 
however choice the collateral offered 
might be. To quote the late J. P. 
Morgan, “Character is fundamental in 
all business transactions, or should pe.” 
The exigencies of business compel us 
to have arm’s length relations with 
all sorts of people, but we establish 
a community of interest only with 
those whom we trust and whose char- 
acter we believe to be worthy and well 
established. 

The Banker 

The individual wealth of our citizens 
has made bankers more and more deal- 
ers in credit, by furnishing the major 
part of their banking power, by giving 
the banks credit, in form of deposits, 
as well as by utilizing their credit 
with the banks. If a man or corjora- 
tion wished to open an account, the 
line of investigation as to the indi- 
vidual or individuals managing the cor- 
poration would first be directed to 


nity. 


NATIONAL LIFE INSURANCE COMPANY 


The 64th statement shows strong gains in new and out- 
standing insurance, in income, in assets and in surplus, an in- 
interest rate of 5.10 per cent., a mortality experience of 
58.12 per cent. and increased dividends set aside for pay- 
ment to policyholders in 1914. Age, strength, mutuality, 
low net costs, the best policies and a scientific and equitable 
practice have made the National Life most attractive to the 
best agents—a solid business, securing permanent opportu- 
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their character, honesty, temperance, 
sobriety, industry, forethought, effi- 
ciency, prudence, the quality of looking 
ahead and providing for eventualities, 
and their financial resources and prop- 
erty strength. 

The initial inquiry would naturally 
take the form of a personal interview, 
and at some point in such an inter- 
view between a banker and a would-be 
depositor or debtor, the inevitable in- 
quiry would suggest itself, “Have you 
any life insurance, and if so how much, 
and in what companies? Does it run 
to your estate, or to some named ben- 
eficiary?” Such an inquiry would be 
important because of its bearing upon 
his financial power, but vastly more 
important as showing his trend of 
mind, the extent to which he assumed 
personal responsibility, whether he was 
caring for the present and immediate 
future only, or whether the range of 
his vision and his activities looked to 
the protection of his estate and his 
family after his demise. (We live un- 
der the shadow of the Stock Exchange, 
and it may be well to remark that 
money on the Exchange is, theoreti- 
cally at least, loaned to the highest 
bidder, and such loans are an excep- 
tion to all usual credit rules.) The 
quality of mind which induces one to 
take out life insurance is the quality 
of mind that best insures success in 
business. 

Business transactions on a large 
scale, such as we of this age have 
become accustomed to regard as mat- 
ters of course, but which would have 
been the marvel of earlier generations, 
arise out of man’s faith in the prom- 
ises of his fellow-men. Agreements to 
do or not to do certain things, which in 
diplomatic circlés may sometimes be re- 
garded as “mere scraps of paper,” but 

{Continued on page 13.) 
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Arthur Hunter Explains Work and Re- 
sults of Medico-Actuarial Mor- 
tality Investigation 





Arthur Hunter, of the New York 
Life, who is chairman of the Medico- 
Actuarial Mortality Investigation, told 
the Life Insurance Presidents of the 
work of the investigation which started 
when forty-three of the leading life com- 
panies agreed in 1900 to prepare their 
collective experience on many different 
classes of insured. They decided to 
put the investigation into the hands of 
the Actuarial Society of America and 
the Association of Life Insurance 
Medical Directors. The companies 
supplied their records on about 2,000,- 
000 lives, covering a period of twenty- 
five years. The results of the investiga- 
tions have appeared in four volumes, 
and the fifth is in press. It has taken 
the Central Bureau about three and a 
half years of continuous labor to pro- 
duce the results. 

Insurance Experience Can 
Life 

Mr. Hunter asked himself the ques- 
tion, “Can insurance experience be 
applied to lengthen life?” and then 
answered it by saying: “It can. I 
have no doubt that the knowledge 
which the life insurance companies 
have acquired from their investigations 
regarding mortality among their policy- 
holders may be applied by individuals 
toward lengthening their own lives; but 
the difficulty is in getting such informa- 
tion before the public in a form which 
can be readily understood.” 

Mr. Hunter discussed the mortality 
of three groups of occupations—rail- 
roads, the mining industry and the 
liquor business. The needless waste 
of life in the two former was discussed. 
Regarding the liquor business he said: 

“There is a general impression that 
saloon keepers do not live as long as 
persons in non-hazardous occupations, 
but it is not generally known that 
most classes which are connected with 
either the manufacture or sale of liquor 
have a high mortality. Among saloon 
proprietors, whether they attended the 
bar or not, there was an extra mortality 
of 70 per cent.; and the causes of 
death indicated that a free use of 
alcoholic beverages had caused many 
of the deaths. The hotel proprietors 
who attended the bar either occa- 
sionally or regularly had as high a 
mortality as the saloon keepers, i. e., 
the lifetime was reduced about six 
years on the average on account of 
their occupation. The mortality among 
those connected with breweries was 
about one-third above the normal. The 
large class of proprietors of wholesale 
liquor houses had an extra mortality 
of about one-fifth. In the fourteen sub- 
divisions of the trades connected with 
the manufacture or sale of alcohol, 
there was Only one class which had a 
normal mortality, and that was the dis- 
tillery proprietors. The facts regard- 
ing the adverse effect on longevity of 
engaging in the liquor trade are such 
that, if they were generally known, 
young men who are easily tempted 
would be deterred from entering this 
business. The high mortality in some 
of the occupations to which reference 
has been made must not be ascribed to 
the men having other defects, such as 
a tubercular family history.” 

Temperate Versus Heavy Drinkers 


In discussing alcoholic habits, Mr. 
Hunter said that abstainers live longer 
than those who drink. 

With regard to men who had used 
alcoholic beverages daily but not to 
excess, the experience of the compa- 
nies was divided into two groups: (a) 
men who took two glasses of beer, or 
a glass of whiskey, or their equivalent, 


Lengthen 


a day; (b) men who took more than 
the foregoing amount, but were not 
considered by the companies to drink 
to excess. The mortality in the second 
group was found to be fully 50 per cent. 
greater than in the first—an excellent 
argument for moderation in the use of 
alcoholic ‘beverages. The foregoing re- 
sult does not mean that the large ex- 
cess mortality in Class (b) was due to 
their drinking a little more each day 
than those in Class (a). It is probable 
that among those who were very 
moderate users of alcoholic beverages 
there were comparatively few who 
eventually used liquor immoderately; 
but among those who took more than a 
glass of whiskey or its equivalent a 
day there were probably a goodly 
number who increased their daily con- 
sumption after having applied for in- 
surance, and who eventually drank to 
an immoderate extent. Part of the 
hazard from alcoholic beverages lies 
in the user losing the power to limit 
himself to a moderate consumption. 

Among the men whose habits were 
formerly intemperate but who had re- 
formed for at least two years prior to 
their acceptance by the insurance 
companies, the extra mortality was 
fully 30 per cent.; i. e., their average 
lifetime was reduced by about three 
years. This excess mortality is partly 
due to the effect of previous intemper- 
ate habits in undermining the system 
and partly to a proportion of the per- 
sons relapsing into their old habits. 

Pleurisy 

What may the public learn regarding 
such an apparently uninteresting sub- 
ject as the death rate in an insurance 
company from pleurisy? They may 
learn that the deaths from tyberculosis 
of the lungs among persons who had 
had pleurisy within five years prior to 
insurance were three times the aver- 
age number. The public should be 
told that an attack of pleurisy is fol- 
lowed in many cases by tuberculosis, 
and that, accordingly, after an attack 
of pleurisy every precaution should be 
taken to guard against infection from 
tuberculosis. 

Family Record of Tuberculosis 

Twenty years ago it was believed 
that tuberculosis of the lungs was di- 
rectly inheritable, and, accordingly, it 
was the custom of most companies to 
decline to grant insurance on appli- 
cants either of whose parents had died 
of tuberculosis of the lungs. After 
it was ascertained that tuberculosis 
was apparently due to contagion, fhe 
companies liberalized in their treat- 
ment. It was noted, however, that 
there was an excess mortality among 
persons with a family history of tuber- 
culosis even when care was taken 
against contagion, and many physi- 
cians were led to believe that a pre- 
disposition to that disease could be 
inherited. In the latest investigations 
it has been feasible to make subdivi- 
sions with a view to determining the 
types of persons among whom the mor- 
tality had been high, and thereby to 
arrive, if possible, at the reasons for 
the apparent predisposition to tubercu- 
losis. Among light weight men who 
had a parent die of tuberculosis, the 
mortality was high at the younger 
ages, but normal at the older ages. It 
may be said, in general, that except 
at young ages, the longevity of per- 
sons above the average weight is not 
affected by a family history of a parent 
dead from tuberculosis. The mortality 
among men who had a brother or a 
sister die of tiberculosis was not ma- 
terially different from that among men 
who had a parent die from that di- 
sease. 

During a time of war the dependents 
of those in the army and navy are 
looked aftér by their governments, al- 
though generally in an inadequate 
way; but in time of peace compara- 
tively little attention is paid to the 
dependents of those afflicted with tu- 


berculosis, frequently acquired as the 
result of conditions which the govern- 
ments could prevent. There is un- 
questionably a great need for the state 
or the community providing means of 
subsistence for the families of the 
breadwinners under treatment for 
tuberculosis. As great a need also ex- 
ists for suitable employment for those 
who have recently been cured of tuber- 
culosis and who are not yet fitted for 
their regular occupation, or must 
change from indoor to outdoor work. 
It is beginning to be recognized that 
the man or woman afflicted with tuber- 
culosis should not be hindered from 
recovery by anxiety about the condi- 
tions of their dependents; but it is 
equally important that the breadwin- 
ner should not be required to take up 
hard or unsuitable work too soon after 
recovery, because a relapse means that 
the treatment must begin again with 
a discouraged patient. 
Correct Living Wins 

There is no doubt that marked over- 
weight has a material effect in decreas- 
ing length of life, especially at the 
middle and older ages. For example, 
among men 40 pounds above the aver- 
age weight the lifetime of those who 
entered the companies at age 45 was 
about four years less than that of men 
of normal weight. The public should 
understand that marked overweight is 
a serious handicap to length of life, 
and that the adage, “Laugh and grow 
fat,” is not good advice for the man 
or woman who is inclined to be heavy. 
Diabetes, Bright’s disease, heart di- 
sease and appoplexy cause a large pro- 
portion of the deaths among the over- 
weights. While the over-eater is not 
such a bad social influence as the 
excessive drinker the former is also 
shortening his life by lack of modera- 
tion. 

This investigation shows effects of 
incorrect living and frequently indi- 
cates the way in which improvement 
may be made. The officers of the com- 
panies are glad to have such informa- 
tion given to the public, since they 
know it will be of direct benefit in 
reducing the death rate and because 
they are interested also in such mat- 
ters from the standpoint of the general 
welfare. 





WHOLE-TIME AGENTS ONLY 





Position of the Metropolitan Life Insur- 
ance Company Outlined in a Letter 
from Mr. Gaston 





Vice-President Gaston, of the Metro- 
politan Life Insurance Company, has 
written the following letter to John I. 
D. Bristol, general agent of the North- 
western Mutual Life in New York city: 

Dear Mr. Bristol:—President Hege- 
man has handed me your letter ,in 
which you suggested to him the adop- 
tion by this Company of the rule, “Life 
insurance Commissions for Life Insur- 
ance Men Only.” 


This has always been our rule. More- 
over, on April 15, 1911, the members 
of our field force were notified, by Cir- 
cular Letter 0385, that we would not 
accept business from brokers; that 
they were.to abstain from undertaking 
applications in which anyone but a 
regular, duly appointed agent for this 
Company had a pecuniary interest. We 
have since then refused requests from 
outsiders to place insurance with the 
Metropolitan. 

I think that we are and have been 
living up strictly to the rule proposed 
by you. 





The Western States Life has been 
awarded a verdict of $39,000 in its case 
against the estate of Arthur R. Briggs, 
who was elected president of the Com- 
pany during its promotion period and 
—— commissions on sales of 
stock. 


THE 
First Mutual 


Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 








Operates on a full 3 per cent. Re- 
serve under Sincsntbenans Law, 
and offers the best possible secu- 
rity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 

Assets, Jan. 1, 1914.$66,168,702.53 


Liabilities ........ 61 '182,456.00 


Surplus ...... ...$ 4,986,246.53 


FOSTER, President 
Vice-President 


- DAVI S, Kest. Secre 
FRANK T. PARTRIDGE, Asst. x --*= 
MORRIS P. CAPEN, Asst. Secretary 


ALFRED D. 
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EDWARD wW. ‘ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager, 
141 Broadway, New York 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the Home Life of 
New York by the New York Insurance 
Department, the report on which has 

ust been issued shows the Company > 

in condition in every 
spect with an excellent record in all of its 
relations with policyholders. The ief 
examiner closes the report on the exam- 
ination as follows: 


“From the above report it is apparent 
that the Company is efficiently 


its claims under its policies prompt! 
gestiog, and its outlines” treated 
fairly 


During the period under examination 
the Home Life has experienced « steady 
and sound growth, its assets, now nearly 
$30,000,000 being well over five millions 
og! than in 1909 and the insurance = 
rce having increased from $92,532,533 i 
the year mentioned to over $116,000,000 in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 











Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 
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Provident Life 


and Trust Company 
OF PHILADELPHIA 
Rates of Premium Extremely Low and 


still further reduced by 
Annual Dividends 
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“LIVE LONGER” MOVEMENT 


WHAT ROCHESTER, N. Y., IS DOING 





Educating the Public in Health and 
Life Conservation in Schools 
and Elsewhere. 





The Rochester (N. Y.) plan for edu- 
cating the public in health and life 
conservation, christened “Live a Little 
Longer,” was explained by Miss M. EB. 
Bingeman, secretary of the “Live a 
Little Longer” general committee of 
Rochester. 

“The Board of Education engaged 
two teachers, one a doctor and one 
a nurse, to give lessons bearing direct- 
ly on health and life conservation; for 
example, what diseases are prevent- 
able; how to help to keep them from 
the home, and also, by community ef- 
fort, from the community; how the 
body can be made more resistant to 
disease; how to nurse scientifically 
when home nursing is necessary; how 
to observe, record and report symp- 
toms; what to do in emergencies aris- 
ing in the absence of doctor or nurse, 
and when to do nothing until the doc- 
tor arrives; what is proper food for 
sick and well, and how it should be 
prepared; how to care for children, 
keeping them, as nearly as_ possible, 
in perfect health, and teaching them, 
as they grow older, that they have a 
better opportunity to keep their health 
than has the best physician or sur- 
geon in the world to give it back to 
them once it is gone. 

Teach Classes in Public Schools 

“The classes—to membership in 
which women eighteen years old and 
over are eligible—are taught in the 
public schools outside of school hours, 
that is, between four and five in the 
afternoon. Evening courses are also to 
be begun. By giving these health 
courses in one school after another— 
or in one group of schools after an- 
other, they will eventually be within 
walking distance of every woman in 
the city; when it will be time to give 
them again in the schools which had 
them first. This is to keep on con- 
tinuously. The course, as now given, 
consists of twelve lessons, two a week 
for six weeks; and can easily be re- 
peated five times a year in succession, 
with as many running concurrently as 
is deemed advisable. To keep the 
classes down to between twenty and 
fifty is desirable, as in that way pupils 
are certain to receive greater benefit. 
This can be done by making the round 
of the schools with sufficient frequency. 

“The lessons are accompanied by 
illustrations or demonstrations, as the 
case requires. There is the mannikin 
of the body for physiology; a baby or 
big doll when the care of the infant 
is under discussion; a patient and 
bandages for first aid lessons; a bed— 
with bedding and patient—for the les- 
son in taking care of a _bed-ridden 
patient—how to make the bed with 
the patient in it, giving bed-baths, etc. 

How Plan is Operated 

“The work of operating this plan 
falls into ‘two distinct divisions: The 
first, which includes preparation of all 
the lessons, engaging—and paying—the 
teachers; that is, the financing of the 
proposition, deciding upon length, time 
and place of courses, supplying demon- 
stration material, etc., is clearly the 
function of the Board of Education. 
The second, which involves getting the 
public to attend the classes, has been 
taken care of in Rochester by civic 
and business organizations. 

“At first each of these organizations, 
as it became interested, worked sep- 
arately among that part of the public 
in the welfare of which it was con- 
cerned. The clergymen in the Minis- 
terial Association told about the classes 
from the pulpits; the Chamber of Com- 
merce told about them in its Official 
Bulletin; the Women’s Educational 


and Industrial Union made the move 
ment a principal activity of its school 
committee, footed the expense in con- 
nection with obtaining local publicity, 
undertook to interest other organiza- 
tions, and also sent a postal card an- 
nouncement of the first course to their 
entire membership. 

“Not until the Life Underwriters 
Association took hold, however, en- 
dorsed the plan and immediately pro- 
ceeded to adopt ‘brass tack’ methods 
of informing their policyholders about 
the health classes, did public interest 
break through the small circle of 
people who had been nursing the move- 
ment through its infancy. 

Life Men Took Hold 

“The participation of the life’ insur- 
ance companies—for in the majority 
of cases the local manager had to get 
the consent of his company before 
sending out in the company’s name 
literature advertising these classes— 
marked a new era. 

“This is easily explained. People 
reason that the aim of life insurance 
companies and of the public is iden- 
tical in that it is to the interests of 
both to promote health and to pro- 
long life. They are convinced that life 
insurance companies would not partici- 
pate in a movement which is designed 
to accomplish this unless they were 
thoroughly persuaded that it would 
do just that. 

“Therefore when eighteen out of the 
twenty-three local insurance agencies 
represented in the Rochester Life Un- 
derwriters’ Association began sending 
out leaflets advising the families of 
policyholders to take advantage of 
these lessons, it indicated that insur- 
ance companies with practically one 
accord saw in this movement a sure 
benefit to the public. People were 
quick to recognize this, and so viewed 
it as of more consequence, with a 
heightened respect. 

“One direct result of this quickened 
interest was a conference called at the 
Chamber of Commerce, to which were 
invited the presidents of each of the 
endorsing organizations, with the presi- 
dent of the Board of Education, the 
Superintendent of Schools, and the 
chairman of the Public Health Com- 
mittee of the Chamber of Commerce; 
and this, in turn, resulted in the form- 
ing of a ‘Live a Little Longer’ Gen- 
eral Committee, on which each of 
these various organizations is repre- 
sented by three of its members. The 
Rochester Medical Association, the 
Rochester Public Health Association, 
and several other bodies that would 
naturally be interested, were also 
asked to appoint representatives to act 
on this committee, which has assumed 
the responsibility of seeing that there 
are classes wherever the Board of Edu- 
cation gives the course.” 





AVERAGED $10,000 POLICIES 





C. H. Anderson, of Chicago, Keeping 
Up His Remarkable Record for 
Penn Mutual 





C. H. Anderson, of the C. J. McCary 
& Company, agency Chicago, wrote 
$807,000 of new business in eighty-six 
cases, during the first ten months of 
1914. He averaged $10,000 a policy. 

Mr. Anderson devotes his whole time 
to soliciting, and entertains those 
who are financially able to buy large 
lines of insurance. 





RESTRICT CANADIAN RISKS 


Some of the American companies, 
among them the Mutual Life, are re- 
stricting their Canadian business. The 
Mutual Life for instance, is not writ- 
ing men younger than 55 years in the 
Dominion during the progress of the 
European War. Despite the limit on ac- 
tivities of Canadian agents one of the 
Mutual Life’s Canadian agencies wrote 
one-third of its quota during November. 


CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 





E INSURANCE COm 
OF BOSTON MASSACHUSETTS 
220 BROADWAY 

PHONE 6030-6031 CORTLAND 


ON COMPTON 


CALL ON COMPTON 
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THE PROGRESS 


THE FRANKLIN LIFE 
INSURANCE COMPANY 





Is Steady Sure Solid 
GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 








The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


Insurance in force over Twenty Millions of dollars. 

Assets over One Million. 

Business received first eight months, 1913, over Eight Million 
(average One Million a month). 

We want a capable general agent for vacant office. 

Important open territory. 












“BUILT FOR ALL TIME” 


& San Antonio Life Insurance Co. 
a4 SAN ANTONIO, TEXAS 
GROWTH IN ASSETS INSURANCE IN FORCE 


STABILITY 





1910 --- $426,085.00 as . $2,629,020,00 
+E 485,915.57 +B heteivebietatien 4,083,650.00 
Q ib ntthhimentinvens 4,715,584.00 
INTEGRITY area peeardes: ’  621847044.00 


Men of character and ability can secure agency contracts by writing 
HENRY A. HODGE, President 











Excellent Opportunities For Good Men 


HIGH COMMISSIONS 
LOW RATES 
SALABLE POLICIES 





SCRANTON LIFE INSURANCE COMPANY 


HOMER V. TOULON, Manager 


1098 Drexel Building - . . - PHILADELPHIA, PA. 
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Live Hints F or Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 











The’ greatest. effi- 
Can ‘Never ciency system in the 
Eliminate the world, the smooth- 


Human Factor est running organi- 
zation of card in- 
dexes, follow-ups and tracers, the best 
business machinery that man can de- 
vise, will never be able to eliminate the 
human factor. No matter how compli- 
cated your machinery, no matter how 
much of man’s labor that machine 
takes to itself and performs with a 
dexterity and a cunning that is almost 
human—almost uncannily human— 
somewhere at the foot or at the head 
of that machine sits a man with his 
hand at the lever; and upon the steadi- 
ness, the coolness and the sense of 
touch in that hand depends the entire 
output of the machine. 

It is safe to say no amount of Office 
organization will ever be able to de- 
velop so perfect a system that it can 
dispense with agents in the field, says 
The Fidelity Field Man, and continues: 

It has been tried, and in one notable 
instance, has achieved as high a per- 
centage of success as any such system 
ever can achieve; but its limits are 
plain and discernible, and its authors 
must be content with partial insurance 
success. 

The reason for this is quite simple. 
The insurance agent is as necessary a 
factor in present civilization as are the 
teacher and the preacher. Men are 
not yet so developed that of their own 
initiative they will do certain things 
well. They are not so good but that 
they must have leaders who will con- 
stantly point out to them the paths of 
higher duty, truer virtue and greater 
morality. They are not so steadfast and 
determined but they must hire teach- 
ers in their younger days to train them 
in school and in college. Only the man 
of exceptional mental sinew and pur- 
pose can educate himself by a corre- 
spondence course. And, just as with 
their religious and their moral duties, 
so men have not yet grown to the 
point where they will go to the nearest 
life insurance office and take out a 
Policy to protect their wives and chil- 
dren, simply as a matter of everyday 
duty. They must be persuaded, must 
be shown the advantage that is finan- 
cial to their children, that is always 
moral and sometimes financial to them- 
selves. 

The important thing is to convince 
the man of his duty to be a man, and 
to do the right thing. Once he is con- 
vinced that it is the right thing to in- 
sure his life and protect his family he 
will take out some policy or other with 
the agent that happens to be nearest 
him. 


* * * 


Essential as it is to the 


Straight progress of the agent, 
Canvass there are many repre- 
Pays sentatives of all com- 


panies who neglect the 
staight canvass. “The Monthly Record’ 
of The Prudential calls attention to 
this need as follows: 

“Straight canvassing is and always 
will be a vital issue. It had to be done 
when there were no debits to canvass 
over, and it is to-day most essential 
to the welfare and progress of every 
agent. Don’t confine your canvassing 
to the debit. 

“You already know the people with 
whom you come in contact week in 
and week out, and an introduction to 
other members of the family who should 
have protection will be yours for the 
seeking, in the regular course of col- 
lecting. You will also write additional 
insurance where it can be written. 

“In addition, go after new friends for 
The Prudential, by means of a definite 
system of house-to-house soliciting. 
Starting out aimlessly, walking miles 
.to see some person who has been men- 


tioned as a probable candidate for 
insurance is not what we mean by 
straight canvassing. 

“Every agent should have his can- 
vassing days and work them for all 
they are worth, with the same regu- 
larity and earnestness of purpose as 
he does his collecting days. They 
should be set apart each week and 
never slighted. 

“Get away from the habit of scatter- 
ing your calls by canvassing along the 
line of the debit. You pass house after 
house when collecting, and perhaps it 
has not occurred to you to look in these 
places ‘between calls.’ That is exactly 
what you should do, making for your- 
self a constanty increasing circle of 
Prospects relatively near the main 
debit, so that collections may be made 
conveniently, when the business is 
issued. 

“Canvassing along the collecting 
route should be augmented by a rea- 
sonable branching out into near-by 
streets, each of which should be thor- 
oughly worked.” 


* ” m 
Talking annual income, in- 
Talk stead of insurance, pays, 
Annual according to the Illinois 
Income Life, which says: 


“The table of continuous 
annual installments can be used with 
most telling effect in discussing the 
question of a life income for wives or 
daughters, and opens the way for all 
the well known arguments as to the 
necessity and advisability of leaving 
women a safe and secure income rather 
than placing them under the necessity 
of handling property, or a considerable 
amount of cash, in which matters they 
are not skilled because they have not 
had the opportunity of experience. 

“If you will talk annual income rather 
than insurance, and if in presenting 
your proposition to the prospect you 
show a sufficient understanding as to 
what his insurance needs really are, as 
warrants him in the belief that you are 
presenting for his consideration a 
special, particular and individual plan 
of insurance rather than the regular 
stock-in-trade policy of the average 
agent, you are more likely to arouse 
his interest and secure his confidence. 

“Present day life insurance contracts 
are so constructed as to fit practically 
every need of the insured, but unfor- 
tunately but very few policyholders 
appreciate the service that is open to 
them from their company through their 
policies. The successful salesman of 
to-day is the man who is offering the 
best service to his policyholders—the 
man who understands the uses of in- 
surance and the options of his policies 
well enough to be able to fit them to 
the particular needs of the prospect.” 

- * = 


There is a certain type 
of agent with an elabor- 
ate system—too much 
system in fact. He 
spends most of his time 
in the office working over index 
schemes. A. E. Marr, of the Mutual 
Benefit’s Newark agency pays his 
respects to this agent in The Pelican, 
saying: 

When someone brings in an applica- 
tion for a tive or a ten as the case 
may be, it is usual for him to be asked, 
“Where did you get it?” or “I wish I 
knew where I could go and write a five 
right now.” Sure he does! It is easy 
enough to do the plain and fancy writ- 
ing after the subject is willing. But, 
gentlemen, the fellow who wrote the 
five or ten in question did just what 
we must all do—he dug, and dug, and 
dug! They don’t come easy! They 
never have come easy. Those long 
in the business say that the so-called 
“good old days” were even tougher 


Wasting 
Time Over 
System 
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WACO, 


$1,000,000 Deposited With the State 


Growth During the First 


Commenced Business April 2, 1910 


ABLE 


TEXAS 


Treasurer of Texas 





Fifty-one Months 





DATE Assets 





April 2, 1910 | $474,657.50 
Dec. 31,1910 | 823,258.38 
Dec, 31,1911 | 1,369,388.76 
Dec, 31,1912 | 1,769,449.71 
Dee, 31,1913 | 1,967,710.01 
June 30,1914 | 2,087,072.63 














Amicable Life Building 


Capital Stock June 30, 1914 
Net Surplus June 30, 1914 


Net Surplus Increase First Six 


ARTEMAS R. ROBERTS, President 


$820,000.00 
$673,718.82 


Months in 1914, $21,919.68 











than those of to-day. The people years 
ago were not educated to the need of 
life insurance to the extent they are 
to-day. 


The question “Whom shall I see?” 


is, of course, the vital one with all 
salesmen. As a matter of fact, though, 
it is far easier of answer by a life 
insurance man than by a hardware 
salesman, a coffin agent or a man sell- 
ing safes. Our prospective prospects 
are in every store and house, whereas 
the other fellows must confine them- 
selves to a particular set of prospects, 
and as a rule, one safe and one coffin 
will hold most men. But perhaps their 
salvation comes from there being few- 
er of them—the agents I mean. 

Most of us, I don’t doubt, cull oat of 
our mess of cards a certain number 
of names for use in each day’s solici- 
tation. That is the correct plan. But 
what does the plan amount to if we 
do not see the men? 





A WONDERFUL BUSINESS 

This business of ours is a wonderful 
business. It pays so many people and 
pays them well, says President Clover 
of the Royal Life. The first to be 
considered is the policyholder, he re- 
ceives good returns on the money in- 
vested. 

It’s the truth, when it is said that 
no man can invest a small sum of 
money any place else that will guar- 
antee as large returns as it will by 
being invested in a life insurance policy. 
The rich folks all have a large line 
of life insurance policies. This being 
true, it is a good thing for a working- 
man to have a small line. It will pay 
him well in proportion to the amount 
he has invested. Then come the 
agents, they make a good living out 
of the business. 





A meeting of the Conference of 
Southern Life Insurance Companies 
was held in Atlanta last week. 


JAMES H. REED MONTH 





Agents of Reliance Life Working for 
Testimonial to President of 
Company 





As per the usual custom of the Re- 
liance Life Insurance Company of 
Pittsburgh, the month of December 
has again been set aside as a testi- 
monial menth in honor of the Presi- 
dent, Judge James H. Reed. 

In the seven years past Reed Month 
has been the largest of any month dur- 
ing those years, and last December 
the Company broke all records. The 
total ‘business written was $3,268,000 
and the total paid was $3,144,000. 

Judge Reed, is the founder of the 
Reliance Life Insurance Company, and 
agents want to show him that they 
can make December a Five Million 
Month. 





POWER 


It is magnificent to have the power 
to pile up rich results as remuneration 
for toil, effort and perseverance. We 
stand amazed sometimes at the splen- 
did things that some men can do. This 
power to accomplish is not always 
found in men of splendid physique or 
with brilliancy of mind. This sort of 
equipment is of great advantage and 
greatly to be desired for the big tasks 
in the world’s work, and their pos- 
session thrice arm men for working at 
full capacity. But men all about us 
who are handicapped in many ways far 
surpass their fellow men in whatever 
they undertake. 

Their real power lies in their ability 
fo everlastingly stick to their task, and 
they are deaf to everything that will 
divert them from the thing they have 
in hand and which must be pushed to 
a finish. It is concentrated effort now 
and all the time to fill every day full 
to overflowing with completeness of the 
thing that needs to be done just now. 
—Pubic Savings Ladder. 
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Meeting of Life Counsel 








INSURANCE LAWYERS MEET 


INTERESTING ADDRESSES READ 








William Marshall Bullitt’s Paper on 
Policyholder’s Relation to Mutual 
Companies 


The annual meeting of the Associa- 
tion of Life Insurance Counsel was 
held at the law library of the Metro- 
politan Life Insurance Company’s Build- 
ing this week. James H. Mclntosh, 
general counsel of the New York Life, 
discussed “Misrepresentation as a De- 
fense to Policy.” Lucius F. Robinson, 
general counsel of the Connecticut 
Mutual Life, took for his subject “Non- 
Forfeiture Statutes of Missouri.” Alfred 
Hurrell, attorney for the Association 
of Life Insurance Presidents, talked on 
this question “Must the Policyholder 
Be Taxed on the Cash ‘Surrender Value 
of His Life Insurance.” 

The Policyholder and the Mutual Co. 

William Marshall Bullitt, a leader of 
the Louisville bar, read an exhaustive 
paper on “The Relation of the Indi- 
vidual Policyholder to the Resources of 
a Mutual Life Insurance Company.” Mr. 
Bullitt in part said: 

Of course a company may make a 
purely arbitrary distribution of sur- 
plus to its policyholders. It may, after 
calculating its reserve, and thereby as- 
certaining the amount of its surplus, 
simply set aside so much to this or 
that group of policyholders; but any 
company that pursues such a course 
abandons any pretense at returning 
the surplus to the policyholders in the 
proportions that they have contributed 
to create it. 

In its last analysis, every insurance 
company which professes to make a 
scientific distribution of its surplus 
earnings to the polieyholders who have 
created it, must adopt the following 
fundamental basis of classification, to 
wit: 

The company must classify together 
in one “class” or group, all policies 
issued in the same calendar year, at 
the same age, with the same distribu- 
tion period, upon the same plan of in- 
surance, and on the same form of 
policy, and at the same premium rate 
per $1,000 insurance; and then the 
company must apply to such “class” 
or group of policies—not the experi- 
ence of that small group within itself 
as an independent unit, but some sys- 
tem of average Mortality, Expense, In- 
terest, Lapse and Surrender ratios de- 
rived from the company’s experience 
as a whole. 

When it comes to the method of as- 
certaining the average ratios to be ap- 
plied to the fundamental class unit, 
a legitimate difference of opinion ex- 
ists as to the best process of accom- 
plishing that result. It is on that point 
and that point alone, that the practice 
of different well managed companies 
varies. 

I shall briefly explain the methods 
of ‘three companies which will illus- 
trate the diversity in the application 
of the same fundamental principle. 

New York Life 

1. The New York Life’s Method: 
Each year the New York Life ascer- 
tains from its actual experience what 
it considers to be the true average 
ratios of Mortality, Expense, Interest, 
Lapse and Surrender applicable to the 
various groups of its policyholders ac- 
cording to their respective ages, plans 
of insurance, etc. 

The New York Life then ‘classifies 
together into one “class” or group all 
policies issued in the same calendar 
year, at the same age, with the same 
accumulation (i. e., distribution) 
period, upon the same form of policy 
(i. e., plan of insurance) and at the 
same premium rate per $1,000 insur- 
ance; and it then 

(1) Applies to such “class” or 
group of policies—not the mor- 


tality experience of that small 
group within itself but the aver- 
age Mortality rate of the Com- 
pany’s experience among all its de- 
ferred dividend policyholders as a 
whole; 

(2) Charges such policies with 
their proportionate share of the 
Company’s Expenses; 

(3) Credits the funds of the 
“class” or group with Interest at 
the average rate earned by the 
Company on all its funds; and 

(4) Applies the average rates 
of Lapse and Surrender prevailing 
among policies on that plan of in- 
surance. 


This is the classification and the 
method by which the New York Life 
ascertains and apportions the share of 
each “class” (and hence of each policy 
in such “class’) in the total assets of 
the Company at the end of the de- 
ferred dividend period. 

Exactly the same reasoning and plan 
may be applied to annual dividend 
policies. 

The individuality of the results ob- 
tained for the “class” consists in the 
fact that although some of the rates 
apply to many other “classes” or 
groups of policies, no other “class” has 
this particular combination of factors 
applied to it. 

By this application of the Company’s 
general average ratios of Expense, In- 
terest and Mortality, and the average 
ratios of Lapse and Surrender arising 
from such policies on the particular 
plan as were not in force at the date of 
the distribution of dividend, whether 
annual or deferred, the Company can 
ascertain those results which would 
have obtained if the small unit class 
had been sufficiently large to give aver- 
age results. 

This method states the condition of 
the whole Company, and of each group 
of policies therein at a particular 
moment on the basis of what the re- 
sult would have been (according to the 
New York Life’s actual *experience) 
in each such small group if each such 
small group had had a large enough 
number of persons in it to produce 
average results. 





*I say, “according to the New York Life’s 
actual experience” advisedly because I do not 
me according to any ideal management, nor 
according to the management of any other com- 
pany; but I mean according to the New York 
Life’s actual methods and personnel in accept- 
ing risks, making investments of funds, anc 


incurring expenses 

The result of this method is that 
every time there is an apportionment 
of profits to even a single policy, the 
whole assets of the Company are si- 
multanedusly apportioned among the 
several groups, with nothing left over. 

Each group’s share of the assets is 
such that the sum of all the shares 
so ascertained constitutes the aggre- 
gate funds of the Company. 

The Equitable Life Assurance Society’s 
Method 

While at first sight the method of 
the Equitable seems to be entirely dif- 
ferent from that of the New York Life, 
a careful analysis will show that the 
differences merely relate to the pro- 
cesess of ascertaining the Company’s 
average ratios of Mortality, Interest, 
Expense, Lapse and Surrender. 

The Equitable (just as did the New 
York Life) classifies in one class or 
group, all policies issued in the same 
calendar year, at the same age, upon 
the same plan of insurance and with 
the same form of policy, and at the 
same premium rate per $1,000 insur- 
ance; and it then applies to such class 
or group of policies—not the experi- 
ence of that small group within itself, 
but certain arbitrary approximate 
average ratios of Mortality, Interest 
and Expense. 

Instead of ascertaining, as does the 
New York Life, the actual average 
ratios experienced by the Company 
as a whole, the Equitable prefers to 


We Have Found the Ideal 





W. 0. JOHNSON, President 


YOU SHOULD SEE A SAMPLE 


Our 20 Pay Life Special Cash Payment Policy 


Just at this time there are several 
good openings in Pennsylvania 


Write For Direct Agency Agreement 
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Find an Empire Life agent, and you will find a successful 
agent, in fact the most prosperous life insurance agent in 
The Empire Life provides agents with an 
equipment of policies that enables them to meet all the 
needs of the insuring public, and too, these policy forms 


Some excellent territory open for high-class personal producers. 
Address Home Office at once. 


THE EMPIRE LIFE INSURANCE COMPANY 


Home Office, ATLANTA, GA. 


Attractive 








adopt certain ratios, which are reason- 
ably close approximations to its actual 
experience. After then applying such 
arbitrary, but approximate, ratios to 
each of the small unit classes (which 
unit classes are defined by precisely 
the same basis of classifications as in 
the New York Life) the Equitable finds 
out the aggregate result of all the unit 
classes, when such approximate ratios 
are applied thereto. It then contrasts 
the aggregate result with the actual 
aggregate financial condition of the 
company as a whole. Necessarily, 
there will be a slight variation, be- 
cause the factors were only approxi- 
mate. It then, by mathematical calcula- 
tion, adjusts the results for the unit 
class obtained by the approximate fac- 
tors, with the actual condition of the 
company and makes the dividend dis- 
tribution accordingly. 

We thus see that although employ- 
ing different processes the New York 
Life and the Equitable each arrive at 
the same end, to wit: That each ap- 
plies to the small unit class as I have 
defined it, certain average ratios de- 
rived from the Company’s actual ex- 
perience as a whole; and each arrives 
at the same result in that the entire 
assets of the Company are distributed 
among all the policies. The only dif- 
ference is that the New York Life 
attempts to deduce the average ratios 
from the actual experience in the first 
instance, thus needing no further ad- 
justment, while the Equitable considers 
it better to use arbitrary but very 
approximate ratios at the start and 
then to adjust the results by a process 
of proportion by contrasting the aggre- 
gate result produced by the approxi- 
mate ratios with the actual aggregate 
of the Company’s assets. 

3. The Mutual Life and the North- 

western Mutual’s Methods. 

The methods of these two companies 
are very similar. 

Each year they determine the an- 
nual dividends for the year upon every 
policy by applying to the small “class” 


or group of policies issued in the same 
calendar year, at the same age, upon 
the same plan of insurance, paying the 
same premium rate per thousand dol- 
lars of insurance, certain average ratios 
of Mortality, Interest and Expense, de- 
rived from the experience of the com- 
pany as a whole. 

The annual dividends thus ascertain- 
ed are then paid annually to the hold- 
ers of annual dividend policies. 

With respect to their deferred divi- 
dend policies, each year these compa- 
nies conditionally credit to each de- 
ferred dividend policy the amount of 
annual dividend ascertained as I have 
just explained; and at the expiration 
of the Deferred Dividend Period, the 
sums so credited go to make up the de- 
ferred dividend that it then paid. The 
annual dividends thus conditionally 
credited upon deferred dividend poli- 
cies which have lapsed before the ex- 
piration of the Deferred Dividend 
Period are placed in a separate fund 
where they are accumulated at interest; 
and at the expiration of the Deferred 
Dividend Period, they are distributed 
among the persisting policyholders in 
the class as constituting the profits de- 
rived from the lapsed policies in such 
class. 

Such of the deferred dividend policy- 
holders as die before the expiration of 
the Deferred Dividend Periods, of course 
receive the face amounts of the policies, 
but the annual dividends which had 
therefore been conditionally credited 
to such policies are then in turn car- 
ried into another separate fund where 
they are accumulated at interest until 
the expiration of the Deferred Dividend 
Period of the class, when they are in 
turn distributed to the persisting policy- 
holders in the class. 

It is thus seen that the deferred divi- 
dends ultimately paid to a persisting 
deferred dividend policyholder are 
made of three elements, to wit: 

a. The annual dividends with inter- 
est accumulated that were conditionally 
credited to such policies; 
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b. The policy's proportion of the an- 
nual dividends conditionally credited to 
lapsing policies; and 

ce. The proportion of annual divi- 
dends conditionally credited to deferred 
dividend policyholders who died before 
the expiration of the Deferred Dividend 
Period. 

Classification 

We thus see that in its last analysis, 
even the Mutual Life and the North- 
western sub-divide their companies into 
a vast number of “classes” of policies, 
defined by the calendar year of issue, 
age of insured, plan of insurance and 
premium paid; and that the share of 
each such class in the Company’s sur- 
plus is determined by applying thereto 
average factors of mortality, interest 
and expense and the subsidiary factors 
of lapse and surrender as derived from 
the Company’s experience as a whole. 

I have no doubt that the actuaries of 
some companies may superficially criti- 
cize my general statement that the com- 
panies are divided into these small 
“classes” whose surplus participation 
is determined by the application of the 
average factors, I have named. But 
notwithstanding any such criticism, I 
take the position that when the criti- 
cisms are analyzed, it will be found that 
they nearly relate to the processes by 
which the Company accomplishes the 
result; and that the method which I 
have described is correct. 

The Company must adopt this method 
or else its distribution of dividends and 
determination of surplus participation 
is wholly or partly arbitrary. 


Conclusion 

When a policyholder pays a premium 
to a mutual life insurance company, 
the premium ceases to be his individual 
property and becomes the property of 
the company as a corporate’ body, of 
which he is a member. Each member 
similarly pays premiums and the pre- 
miums are invested and interest accu- 
mulated. Each member receives a con- 
tract which sets forth, so far as it is 
possible, his relation to the resources of 
the Company. 

This contract specifies what shall be 
paid under it in certain events. If he 
die, a specified sum shall be paid; if he 
fail to pay his premium, the value he 


shall receive is specified. 

The Company (i. e, the corporate 
body of policyholders) has no other 
source of income than premiums re- 


ceived from the members and the inter- 
est earned on the premiums. It cannot 
increase premiums on policies already 
issued however unfortunate its experi- 
ence may be. From the very nature of 
the contract there must be the highest 
security that under any and all circum- 
stances it will be fulfilled. Conse- 
quently, the premiums are made larger 
than under normal conditions would be 
required to fulfill the contract. Funds 
will thus be accumulated in course of 
time more than enough to fulfill the 
contracts under assumptions as to the 
future, as safe as the original assump- 
tions made in the calculation of pre- 
miums. 

The Board of Directors will from time 
to time decide that it is safe to re- 
turn to the policyohlders some part of 
these so-called “surplus” funds accumu- 
lated out of premiums and interest on 
premiums. The contracts state when 
and under what conditions they shall 
respectively participate in such return 
of premiums; but considering the many 
different plans of insurance, issued at 
many different ages, and in different 
years, how shall the individual shares 
be determined? 

The accepted principle in the United 
States is to distribute the surplus as 
nearly as may be in the proportions in 
which the several policies entitled to 
share have contributed thereto. To carry 
out this principle logically an account- 
ing must be made not only for the poli- 
cies that at the moment participate, but 
also with respect to all the other poll- 
cies. 

The whole business of the company 


must be classified into little groups of 
homogeneous policies issued in the 
same year, at the same age and on the 
same plan of insurance, paying the 
same premium rate; but the accounting 
cannot be made with such small groups 
on the basis of their own experience. 
Average factors representing the ex- 
perience of the Company as a whole or 
a sufficiently large section to give the 
average results must by some process 
be determined, and applied to the small 
groups. 

Every company determines the indi- 
vidual shares of the assets by making 
accounts with these small homogeneous 
groups (as I have defined the principle 
of classification) on the basis of average 
factors of Mortality, Interest, Expense, 
and the subsidiary ones of Lapse and 
Surrender, derived from the experience 
of the Company as a whole or from a 
large enough section to give an average, 
thus distributing all the assets among 
all the policies. From the asset shares 
thus calculated the proportions in 
which the policies have contributed to 
the surplus are determined. 





THE MEDICAL EXAMINER 





John L. Davis, of Amicable Life, Out- 
lines His Duties and 
Responsibilities 





In a letter to medical examiners John 
L. Davis, medical director of the 
Amicable Life of Waco, Tex., discusses 
the triple nature of the examiner’s 
relationship to the agent, company and 
applicant, saying in part: 

1. The Agent. His work is the 
hardest possible, fraught with trouble 
and disappointment. He is on a battle 
field bombarded with the 16 inch gun 
of his manager urging more business, 
and “shipped” by medical sharpshoot- 
ers killing off his “perfectly good” 
risks; the whole field infested with 
the enemy’s spies trying to steal his 
property and equipment for competing 
companies. Surely if you appreciate 
his difficulties you will co-operate earn- 
estly and assist the agent in every 
reasonable way, by word and deed 
recommending him and his company, 
and you will diligently keep appoint- 
ments even though most inconvenient 
at times. 

2. The Applicant. Sometimes, only 
half persuaded to take insurance, he 
is a most unwilling subject for ex- 
amination; but a doctor’s experience 
with cross grained humanity ordinarily 
enables him to handle the client diplo- 
matically with a compliment or two 
for his sagacity in taking insurance 
and the word fitly spoken to clinch 
his determination; thus the examiner 
renders a real service to both .appli- 
cant and agent. Remember the appli- 
cant’s attitude is very different from 
that of a sick man coming to the 
doctor, who willingly tells all he 
knows about himself and his condition 
—perhaps more; but the applicant 
waits for you to discover his weak 
spots and may try to hide an impair- 
ment—more or less. Hence the ex- 
aminer must be sagacious, diplomatic 
and discreet—only three little words 
but they embrace countless virtues. 

3. The Company. You are the con- 
fidential advisor of the company which 
pays promptly and liberally for ser- 
vice and is entitled to your best work. 
Your report should be scientifically 
correct and complete and forwarded 
promptly. 


FRIDAY THE THIRTEENTH 

Evidently St. Louis agents of the 
Equitable Life Assurance Society do not 
take much stock in Jonahs. William J. 
Graham, of the Equitable, who has just 
returned from a trip to the Coast, says 
that while he was in St. Louis on Fri- 
day, November 13, agents of the 
Society decided to write one hundred 
applications in one day, and did write 
sixty-four of this quota. 


W. D. Wyman, President 
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OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 

Several pi of llent terri- 
tory, with exclusive rights, open 
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Warm Personal Interest 





The Fidelity 





ONE LETTER BROUGHT 40 CASES 





Sibley & Erskine of Memphis, Send 
Effective Argument By Mail 


to 800 Persons 





The following letter written by 
Sibley & Erskine of the Penn Mutual 
Life in Memphis, Tenn., and sent to 
eight hundred persons, resulted in the 
uncovering of forty cases, many of 
which were written within a week: 

Dear Sir:—Would you _ purchase 
United States 5 per cent. bonds on the 
instalment plan? We cannot sell you 
bonds, but we have a_ proposition 
equally sound and desirable which 
will guarantee to you and your bene- 
ficiary a monthly income for life. 

It would consume your entire life ex- 
pectancy to purchase with the same 
annual deposit you would pay us 
(allowing interest) sufficient bonds to 
yield an income equal to that provided 
by our contract. On the bond pur- 
chase plan you must live a long period 
of years to attain the desired result. 
On the other hand, with the first de- 
posit made on our contract, you, im- 
mediately create an estate which pro- 
vides your beneficiary a monthly in- 
come for life in the event of your 
death. Wills can be broken, bonds can 
be sold, estates can dissipate, but our 
monthly income policy leaves this part 
of your estate in a will which cannot 
be ‘broken nor your propose defeated. 
Kindly mail the enclosed card, after in- 
serting the date of your ‘birth and that 
of the person to whom the monthly 
income is to be paid in the event of 
your death. We will furnish full par- 
ticulars without importunity to pur- 
chase. No signature is necessary. 

Yours truly. 


This is the follow-up letter: 


Dear Sir:—We recently mailed you 
a letter inviting your consideration of 


That describes the happy relation existing between 
the Fidelity and its Field Men, and explains why 
both are forging ahead. Maybe you could reach a 
higher success in that atmosphere. 


Write to 


Mutual Life 


Insurance Company 
WALTER LeMAR TALBOT, President 


PHILADELPHIA, PA. 





a proposition which will assure to you 
or your beneficiary a monthly income 
for life. We enclose a postal card for 
your convenience in replying, not hav- 
ing heard from you. This matter is of 
such vital importance to you and your 
family that you should investigate it. 
We will submit our proposition in 
writing and will ask only a few minutes 
for its consideration. 





SLAP AT AMERICAN COMPANIES 
The British insurance papers are 
criticizing the action of one of the 
American companies in loaning money 
to Germany. “The Policyholder,” of 
Manchester, says: “A good many 
English people will regard the action 
of this American company in lending 
money freely to Germany as an un- 
friendly action. The company does a 
comparatively small business here 
now, but it will do less, if the fact 
that it is subsidizing our enemies be- 
comes known. We are a wee bit tired 
of America’s protestations of sym- 
pathy with Great Britain when all the 
time we know that Germany is getting 
all sorts of help from the States. Any- 
how, when the company tries to se- 
cure life business in competition, let 
it be remembered that the office to- 
day is trading with our enemy.” 





SUN LIFE MEN AT FRONT 

The Sun Life of Canada has men 
in every branch of the British Army 
Service. Four members of the head 
office staff are with the First Canadian 
Expeditionary Force; three more are 
in course of active preparation for the 
Second; five representatives from the 
Western Ontario field are numbered 
among the Sun Life of Canada volun- 
teers. The British offices of the Com- 
pany have sent a large number of men 
to the front. The last issue of “Sun- 
shine” was a War Number, contain- 
ing interesting military photographs. 
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FINISHES LONG WESTERN TRIP 


PRESIDENT TALBOT SEES AGENTS 








Enthusiastic Meetings in New York 
State Mark End of Fidelity 
Mutual President’s Tour 





Walter Le Mar Talbot, president of 
the Fidelity Mutual Life Insurance 
Company, returned to his desk in Phila- 
delphia on Saturday morning last after 
concluding a tour of twenty-seven 
States, during which he visited many 
general agencies and traveled 10,000 
miles. He saved New York State for 
the last, winding up with a rousing 
gathering of agents of the Wallis 
agency in New York city at the Hotel 
Savoy. 

One reason that induced President 
Talbot to make the trip was the re 
markable record that agents of the 
Fidelity Mutual have made during the 
year drawing to a close, and his desire 
to meet the producers and express. his 
personal appreciation. It is reported 
that in New York State, for instance, 
the Company will show an increase of 
more than 100 per cent. over last year, 
and this despite the break in business 
conditions following the declaration of 
war. 

One reason for the increase in busi- 
ness has been the development of a 
large number of remarkably good pro- 
ducers by the Company and several 
general agency changes which have put 
ginger into territory where formerly 
the right results were not obtained. 

Visits New York State. 

Mr. Talbot’s New York State trip be- 
gan with Buffalo which he visited on 
December 1, Paul Alexander, superin- 
tendent of agents, accompanying him 
through the State. At the Buffalo 
meeting, agents from Rochester, Elmira 
and other cities were present. De 
Forest & Siebold are general agents in 
Buffalo, and Samuel Long is general 
agent in Rochester. On December 2, 
Syracuse was visited and speeches 
were made by James O’Donnell, man- 
ager of the agency; H. S. Nealley, 
assistant manager; Dr. Sheppard, chief 
medical examiner of the State; and 
others. 

On December 3 there was a banquet 
at the Hotel Ten Eyck in Albany, the 
toastmaster being Charles R. Tripp, 
manager in that city. 

The New York luncheon held on Fri- 
day at the Savoy, was attended by 
nearly one hundred agents. Manager 
Frederick A. Wallis, whose success in 
this territory since he took charge 
about a year ago, has been phenomenal, 
presided. Vice-President Quinn and 
Frank H. Sykes, editor of the Fidelity 
Field Man, attended the lunch. There 
were about a dozen speakers, including 
Chester H. Lane, an attorney, and Rev. 
Simon H. Cohen. 


Conditions Are What We Make Them 


In the speeches delivered before 
Fidelity Mutual agents, the keynote 
was general felicitation that the war 
has not made a difference in the 
Fidelity Mutual’s volume of business, 
except to act as a spur to agents to 
work harder than ever. At the Wallis 
luncheon, particularly, agents got up 
and told that there were many reasons 
why insurance should be taken out at 
this time and that Fidelity Mutual 
agents were finding what those reasons 
were. One New York agent who wrote 
$77,000 last month said that he expect- 
ed to write $100,000 this month. Man- 
ager Wallis declared that December is 
an ideal month in which to solicit life 
insurance; that the coldest man thawed 
as the holiday season approached; 
that yuletide made one harbor more 
affectionate thoughts of the home and 
family; and that the intuitive agent 
could touch the heartstrings of every 
man in the community by natural, 
simple eloquence. 

In commenting upon impressions 
made by his tour, President Talbot said: 

“I am more firm than ever in my be- 
lief that conditions are much as we 
ourselves make them. If we have 


made up our minds that times are 
hard, they are, for you and me; but it 
we will only realize the dominant force 
within us and call upon that reserve or 
unmanifested power to combat what 
might be considered sub-normal con- 
ditions, our results will be normal and 
we will assist wonderfully in restoring 
confidence and prosperity. 

“Speaking generally, I found condi- 
tions in so far as the Fidelity is con- 
cerned most encouraging. True, weak 
spots were noticeable here and there, a 
manager depending entirely too much 
on his personal production, giving little 
if any attention to organization work; 
some agents devoting less time than 
they should to the country districts, 
where the harvesting is plentiful, and 
the managers not visiting their country 
agents as frequently as they might; 
others waiting for ‘money to loosen up’ 
in order that they might close some of 
their fifty and one hundred thousand 
dollar cases, meanwhile allowing the 
wage-earner to go uninsured or seek 
protection elsewhere—all wrong and 
all without reason. Happily, such in- 
stances were few and far between and 
will in time be corrected. 

Conditions on Coast 

“In the Middle ‘Northwest, crops are 
abundant and prices good, the Fidelity 
well represented and steadily reaching 
out in its agency organization. The 
triple combination of good representa- 
tion, good company and good territory 
makes manifest good business from 
this section. 

“The Pacific Coast States comprise 
a wonderful territory and its Fidelity 
yield should be, and doubtless will be, 
in proportion to its riches. Washing- 
ton is teeming in natural resources— 
timber, minerals, agriculture, cattle, 
fish, a wealth impossible to estimate— 
to say nothing of the great advantage 
possessed by Seattle in occcupying the 
gate-way to the vast Alaskan trade. 
The Washington life underwriters’ task 
to-day is to bring the people of that 
State to a realization that they are 
greatly under-insured and by reason of 
it, risking the permanent prosperity of 
the State itself. 

“Oregon like Washington possesses 
many natural riches, and has in Port- 
land a city lying in the heart of a 
great producing region, prolific in its 
own manufacturing establishments, and 
with magnificent shipping facilities, 
both by land and water. Extension of 
our agency crops in Oregon will yield 
an unfailing crop of fine Fidelity busi- 
ness. 

“Unfavorable conditions never occupy 
the serious consideration of the average 
Californian; he rises above them. 
Earthquakes, conflagrations, financial 
stress all serve to toughen the fiber of 
his wonderful self-confidence and aug- 
ment the spirit of optimism radiated by 
all these people. They tell you it is 
the climate! This same confidence 
and optimism have taken a firm grip 
on the California Fidelity field force, 
and will, I am quite sure, build well 
for us in that ‘Land of Sunshine.’ The 
local agency in San Francisco is doing 
splendidly, having secured in the first 
nine months of this year as much busi- 
ness as was credited to it during the 
full year of 1913.” 

Mr. Talbot also discussed conditions 
in the Rocky Mountain States and in 
the South. 

Makes Fine Impression 

Agents everywhere took a keen in- 
terest and pleasure in meeting Mr. 
Talbot, whose gracious, forceful per- 
sonality made a deep impression. 





NO BREAK YET 


Darby A. Day ‘Agency, Mutual Life, 
continues to equal its Million-Dollar a 
Month record. 

Out in Chicago the marvelous Darby 
A. Day agency wrote $1,000,000 in 
November, concluding the twenty-sixth 
consecutive month when production 
did not fall below the million dollar 
mark. Naturally this agency has some 
of the star producers in the country en- 
rolled on its staff. 
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METROPOLITAN LIFE INSURANCE 
HOME OFFICE BUILDING 





COMPANY 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


= Of the People 
The Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1913 was: 
549 per day in Number of Claims Paid. 


7,895 per day in Number of Policies 
Issued and Revived. 

$1,676,339 per day in New Insurance 
Issued and Revived. 


$286,288.02 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$164,025.94 per day in Increase of 
Assets. 








JOHN R. HEGEMAN, President 








Southern Life 


Assets 

Liabilities.............++. 

Capital and Surplus 
Insurance in Force 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Insurance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1913; 






Payments to Policyholders since Organization.. Sapa eaeiats 
Is Paying its Policyholders nearly..............--..++++ 
GOOD TERRITORY FOR LIVE 


Company 


«- «see». 1,250,000.00 annually 
AGENTS 














For particulars, address 





coded 


| Security Mutual Life Insurance Co. 


BINGHAMTON, N. Y. 


FREDRIC W. JENKINS. President 


See what we have to offer. 
Men of ability are surely 
Looking to us for contracts. 
Intelligent effort well directed 
Carries you to the front. 


coisas a 


Cc. H. JACKSON, Supt. of Agencies 
PPE EN 








CREDIT AND LIFE INSURANCE 
(Continued from page 7.) 
never in business circles, afford the 
means by which commerce of present- 
day magnitude is carried on throughout 
the world. Credit of the kind we are 
considering may almost be defined as 
man’s faith in man and in man-made 

institutions, 


The New Banking System 


We have established a new banking 
system, to the end that we may have 
better credit facilities. The President 
of the United States took occasion to 
refer to the importance of the event, 
saying, among other things, that “credit 
is the very life of trade; the very air 
men must breathe if they would meet 
their opportunities.” And so, indeed, 
it is. 

It is almost as difficult to separate 
the matter of credit from our daily 
deals and examine its constituent ele- 
ments, as it is to isolate a particular 


, bacterial cell from thousands of others 


for the purpose of studying its peculiar 
characteristics, so intimately is credit 
intermingled with every business tran- 
saction. Even in sales where men 
feel that they are trusting nobody, we 
find credit involved in the currency 


that is being paid in the “cash transac- 
tion.” 

The machinery of credit is made up 
of Governmental agencies, banking in- 
stitutions, customs of »usiness, courts 
for the enforcement of contracts, and 
in many other practical devices hav- 
ing their origin in law. But under- 
neath the great superstructure lies the 
credit foundation, consisting of ability 
and. determination on the part of men 
to meet their obligations at maturity. 

It has been the custom of business 
men, in extending credit, to lay much 
stress upon financial ability to pay, and 
this element, coupled with laws which 
make it possible to enforce payments 
when property is available for that 
purpose, is of great importance. But 
does not the average business man put 
too much emphasis upon a man’s finan- 
cial ability to pay, and too little upon 
those personal traits which are compre- 
hended within the general term “de- 
termination to pay”? In other words, 
do we not pay too much attention to 
property qualifications and too little to 
personal qualities? The law’s delays 
and the law's circumvention permit 
property to melt away, but the element 
of personal honesty and the quality 
of efficiency do not change with time. 

(To be continued) 
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INSURANCE COMMISSIONERS 

One reason why the insurance com- 
missioners this week acted on so many 
subjects was because there was much 
accumulated material that has dragged 
over from other meetings. This was 
particularly true in fire insurance 
where the commissioners have recom- 
mended some “model” rate laws; 
where they have adopted a resolution 
regarding underwriters’ agencies in- 
spired by the National Association of 
Local Agents; where they recom- 
mended the enactment of the New 
Hampshire agency qualification bill. 








UNNECESSARY LITIGATION 

Underwriters will be interested in 
the attempt of the New York State 
Bar Association to discourage and pre- 
vent unnecessary legislation, and will 
wish the movement Godspeed. 

All branches of the insurance busi- 
ness have suffered in the past, and 
etill suffer. from needless litigation, 
brought by ignorant claimants incited 
to such action by lawyers scouting for 
cases. Liability insurance especially, 
was a mark for shyster lawyers, many 
of whom kept runners on duty about 
large industrial plants whose sole duty 
it was to interview injured workmen 
and get them to bring damage actions 
against their employers. While amend- 
ed liability laws have remedied former 
conditions to a considerable extent, the 
shyster lawyer has not wholly ceased 
his activities, and like the poor, he will 
Probably be with us always. 

The average life insurance contract 
is so clearly drawn as to be easily un- 
derstandable by anyone of ordinary 
intelligence, while the fire insurance 
policy, prepared by a special commit- 
tee of the New York Legislature has 
been in use for so many years that its 
terms and conditions are familiar, or 
should be, to every man in active busi- 
ness life. 

There ig nothing mysterious in any 
branch of underwriting, and claimants 
have only to follow policy directions to 
secure equitable and prompt treatment 
from the insurance companies. The 
employment of expensive legal advis- 
ers is wholly useless, as thousands 
upon thousands of satisfied claimants 
will readily testify. 





INSURANCE EDUCATION 
The proceedings of the annual meet- 
ing of the Life Insurance Presidents 
should be read by every insurance agent 


in the country. 
splendid ideas in these papers. The 
Eastern Underwriter this week prints 
the first day’s session of the life presi- 
dents and next week will print the dis- 
cussion of “Fireside Campaigning,” 
which takes place on Friday afternoon. 

This discussion will prove of intense 
value to all producers. The Associa- 
tion of Life Insurance Counsel, has al- 
ready proven its value although it is 
only a year old. It brings together the 
brightest legal minds in the business. 
An interesting report of part of its pro- 
ceedings this week is also printed in 
this paper. 

An unusually large delegation of 
strong life insurance men is in the city 
this week to hear the discussions. 





HIGH PRICED CONTRACTS 





J. M. Justice Compares Case of Ten 
Payment Life Versus Life Rate 
Endowment Plan 





Some comment having been made 
upon the relatively large ratio that the 
premium on his ten-payment life busi- 
ness bears to that derived from any 
other form, J. M. Justice of the Penn 
Mutual Life, makes the following state- 
ment: 

I fear I must plead guilty, and in 
extenuation add that it is due largely 
to the fact that I am an enthusiastic 
admirer of the policy. To tell how I 
write it is, however, another matter; 
fact is, I seldom talk it until the fight 
is won, usually on Life Rate Endow- 
ment plan. 

Having duly impressed the prospect 
with the many excellent features of said 
contract and having completed the 
application to the point where “kind 
and amount” are to be entered, I put 
the pen aside and looking the prospect 
squarely in the eyes say: “While all I 
have told you about the Life Rate En- 
dowment is even less than the merits 
of the policy warrant, there is one step 
more, that will yield not only all that 
said policy contains, but will limit the 
payment period to ten years, reduced 
under certain conditions to nine years 
or less by dividends. For the man who 
wants the very best the market affords 
and who can pay for it, the Ten-Pay- 
ment Life Rate Endowment exactly fills 
the bill.” 

The short term, high values, early in- 
come producing feature, quickly and 
earnestly enumerated, are convincing 
and, the case being already won, the 
completion of the paper is a matter of 
small difficulty; in fact, given a pros- 
pect who can afford the high-priced 
contract, the sale is a matter of the 
agent’s deep conviction of the value of 
the goods and his contagious. en- 
thusiasm for the policy, rather than a 
matter of any mere method of proced- 
ure. 

1. The policy is good for the appli- 
cant in that he soon acquires a full-paid, 
dividend-producing asset which, at most 
ages, has a large margin of insurance 
protection. 2. It is good for the com- 
pany in that it carries a high premium 
for the risk assumed. 3. It ig ex- 
cellent for agent, company and insured 
alike in that its features are so satis- 
factory that, written at any ‘but the ex- 
treme age limit, little difficulty is met 
in selling additional protection of the 
same kind, when the original policy be- 
comes full-paid. 


CONTINENTAL LIFE BANQUET 

More than fifty field men attended 
the recent banquet of the Continental 
Life of Wilmington, Del., at a banquet 
given recently. 








Winslow Russell, superintendent of 
agents of the Phoenix Mutual, was the 
guest of honor at a banquet in Louis- 
ville a few days ago. The popular 
superintendent was welcomed by fifty 
members of the Louisville Association 
of Life Underwriters. 


He will find many ; 











Special Talice With Local Agents 























WILLIAM BROSMITH. 





William BroSmith, the first president 
of the Association of Life Insurance 
Counsel, has been a leader in life and 
casualty thought for many years. His 
education was obtained in various 
schools of New York city, where he 
was born. 

‘Studying law, he was admitted to the 
bar in 1876, practicing in New York 
city until he went to Hartford in 1895, 
going with the Travelers as attorney 
When Mr. Dunham was made vice- 
president of the Travelers, Mr. Bro- 
Smith succeeded him as general coun- 
sel. He was president of the Interna- 
tional Association of Accident Under- 
writers and chairman of the executive 
committee several times; he was also 
president of the International Associa- 
tion of Casualty and Surety Underwrit- 
ers and a member of its executive com- 
mittee. When the association of Life 
Insurance Counsel was organized he 
was elected president. In Hartford 
Mr. BroSmith has been active in phil- 
anthropic and civic life. For six years 
he was president of the Board of 
Charity Commissioners, and he has 
been a prominent member of the Muni- 
cipal Building Commission. 

= * - 


Edwin A. Merritt, Jr., long a leader 
in New York State politics, died at 
his home in Potsdam early last week. 
His passing recalled to fire under- 
writers the Legislative Committee ap- 
pointed. by the New York Legislature 
to investigate fire insurance condi- 
tions, Mr. Merritt being chairman of 
the committee. His chief aids were 
Linn Bruce, a local attorney and Pro- 
fessor A. T. Whitney, the latter being 
actuarial adviser. While the Commit- 
tee called such leading underwriters 
as Frank Lock, Col. A. W. Wray, W. 
N. Kremer and the late E. H. A. 
Correa, to the witness stand, and 
learned from them much of interest 
concerning the methods of the insur- 
ance companies, there was little that 
called for regulation, and the Commit- 
tee’s report was without special in- 
terest. By his open mindedness and 
disposition to be eminently fair Mr. 
Merritt made many friends among the 
underwriters. 

” . - 

C. M. Hollis, who has been a life 
man for two years, has proved himself 
one of the largest producers in Detroit. 
He began in the typewriter business 
and then went with the National Cash 
Register Company. Recently, he wrots 
a policy of $100,000 on one of Detroit’s 
leading business men handling the 
business so satisfactorily that his client 
voluntarily telephoned him to place a 
large additional line for him. 








Frank L. Armstrong, assistant rating 
expert in New Jersey, has been in the 
insurance business since he was a boy 
in short trousers. He had the distinc- 
tion of running the local agency of 
R. H. Patton in Philadelphia when a 
boy .of fifteen, Mr. Patton going to 
Europe and leaving Armstrong in 
charge. Later he went with Leeds, 
McLellan & Co., Philadelphia, and 
then with William Arrott, manager of 
the German-American. Seeking broad- 
er experience he secured a position 
with the Philadelphia Suburban Under- 
writers’ Association, of which Atlee 
Brown was manager, and he has been 
with Mr. Brown ever since. Among 
Mr. Armstrong’s other talents is that 
of diplomacy. He makes friends of 
all who come to the rating office. 

+ +. + 


W. H. and W. B. Valentine, compris- 
ing the firm of Valentine & Son, have 
been appointed managers for Maryland 
and District of Columbia of the Security 
Mutual Life, Binghamton, N. Y. They 
are from Anderson, S. C. Beaton S. 
Kirby will remain as city manager of 
the Company in Baltimore. 

* a * 


John H. Young, representing the New 
York Life in Gallup, N. M., recently 
made a trip through the Navajo and 
Moki Indian reservations. He wrote 
seventeen applications and was back in 
ten days. 

ao s cm 

R. E. Peters, agency director of the 
Charlotte, N. C., branch of the New 
York Life, recently demonstrated that 
an energetic life insurance crew can 
triumph over most adverse conditions. 
Despite the cotton situation he com- 
pleted a top allotment of $2,250,000. 

* a * 


Charles W. Mills, formerly a branch 
manager of a life insurance company 
in San Francisco, and later a New York 
life insurance man, has been named by 
President Wilson as a member of the 
commission to settle future differences 
between the Colorado mine owners and 
operators. 

e + - 

Warren M. Horner of Minneapolis 
chairman of the committee on educa- 
tion and conservation of the National 
Association of Life Underwriters was 
in New York city this week to attend 
the meeting of the Association of Life 
Insurance Presidents and the meeting 
Saturday of the executive council of 
the National Association of Life Under- 
writers. On his way East Mr. Horner 
stopped at Cleveland where he attended 
a meeting on Monday evening of the 
Cleveland Association and discussed 
the educational movement, also the 
business of writing corporation insur- 
ance. There were ninety-seven present 
at the evening meeting. At a noon- 
day lunch on Monday he also spoke 
before the life underwriters and in the 
afternoon addressed agents of his own 
company, the Provident Life & Trust. 
He was in Hartford Tuesday of this 
week for a meeting of the Connecticut 
Association of Life Underwriters at 
which Lee C. Robens of Hartford, a 
member of the educational committee 
was present. Mr. Horner said that the 
campaign he has been engaged in was 
intended to dispel the prejudice exist- 
ing with a large number of people 
against life insurance. He closed with 
the following twenty-five word mes- 


sage: 
“Life insurance companies mobo- 
lize; life insurance agents mobolize; 
life insurance companies and life in- 
surance agents mobolize; mobolize 
against ignorance outside and ineffi- 
ciency inside; mobolize, mobolize!” 





TO MEET IN WASHINGTON 


A roundup of Northwestern Mutual 
Life agents from the middle Atlantic 
States will be held in Washington, 
D. C., on January 4 and 6. 
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DEBATE ON AUTO COVERAGE 


SHOULD POLICY BE COMPLETE? 








“Yes,” Says S. H. Wolfe—“No,” Say 
Judge Hasbrouck and A. G. 
Thatcher 





One of the topics discussed by the 
Insurance Commissioners this week 
was a broadening of the automobile 
coverage so as to make it possible for 
either a casualty or a fire company 
or both to write a complete coverage 
on automobiles. At the present time 
a fire company cannot write a casualty 
indemnity and a casualty company can- 
not write a fire indemnity. 


Says There is Demand for Policy 


S. Herbert Wolfe, actuary, speaking 
for the Fireman’s Fund which writes 
an unusually heavy marine business 
in America as well as being one of the 
leading fire insurance companies said 
that the time had arrived when a man 
could walk into an agent’s office and 
get a complete cover in one policy, 
and that the different States should 
enable an agent to issue such a policy. 
A few States have already done so. 
The District of Columbia has ‘recently 
given such authority. He said there 
was a demand for such insurance. 

A. G. Thatcher, representing the 
American Institute of Marine Under- 
writers opposed the innovation as he 
had done in July, 1913. He said that 
it imperiled the theory of classifica- 
tion. He denied that there was any 
demand for such an omnibus coverage 
and said it would encourage rebating 
on return premiums. 


European or American Classification? 


William H. Hotchkiss, former New 
York Insurance Superintendent, said 
that this was the old question of adopt- 
Ing the European system of classifica- 
tion, and doing away with the Amer- 
ican system of classification by fields. 
He said that he did not think the time 
had come when a decisive step should 
be taken regarding classification. 

Judge Hasbrouck was against the 
complete auto coverage idea, saying 
that it would turn the fire company 
into a casualty company, and vice 
versa. 


Would Amend State Laws 


The Committee approved the com- 
bination policy idea, incorporating its 
views in the subjoined resolution which 
was promptly adopted. 

“Be it resolved: That this Committee 
recommend to their Convention that in 
those States where the issuance of 
such contract is not permitted, the 
statutes be amended so that corpora- 
tions authorized to insure against loss 
by fire or against loss by legal liability 
for damage to property or bodily in- 
jury to the person resulting from the 
use and maintenance of automobiles, 
be permitted to issue a combination 
policy insuring against all of such 
hazards.” 





PREPARING REPORT 





New York Department Soon to Make 
Public Result of State Associa- 
tion Investigation 





Within a short time it is expected 
the New York Insurance Department 
will make public the result of its two 
examinations of the Underwriters’ 
Association of New York State. The 
initial investigation was made months 
ago, but the findings were not given 
out, the Department planning to issue 
them in conjunction with the report of 
the second examination, which latter 
was undertaken to see whether the De- 
partment’s previously made recom- 
mendations had been carried out. 


WHO TOLD THE COMMISSION? 





Underwriters Speculating as to Identity 
of Boston Informer 
Regarding Protest 





Boston, Mass.—A lot of quiet specu- 
lating is going on in insurance ¢ircles 
here as to the identity of the party 
credited with quietly slipping over to 
the State house a day or two ago and 
advising the Commission recently 
named to investigate general fire in- 
surance matters regarding a brokers 
protest. 

When a plan for bringing order out 
of chaos in the Boston metropolitan 
district was evolved by a delegation of 
managers, the Brokers Association 
lodged a protest against its adoption. 
The local men of the Hub labored with 
the brokers, and, it is understood, 
secured their promise to withdraw the 
unwelcome protest. Before this could 
be done, though, the State Commission 
was informed of the suggested action, 
and is credited with having ordered 
the Brokers Association to let the 
protest stand. 





FORTY PER CENT. LOSS 





Companies Caught on Galveston Ele- 
vator Prepare to Pay Large 
Sums 
After inspecting the famous Sunset 
Grain Elevator of Galveston, Texas, 
burned about two weeks ago, adjusters 
place the loss at 40 per cent. The in- 
surance carried amounted to several 
hundred thousand dollars and under- 
writers generally were alarmed over 
the seriousness of the fire. It is un- 
derstood that upon receiving news of 
the Sunset Elevator fire some of the 
leading Lloyds groups of London, 
cabled their American representatives 
prohibiting the writing of any more 
elevators in this country. The order 
was a harsh one for the brokers, for 
grain lines just now constitute one of 
the chief sources of revenue to the 

excess line offices. 


HOLDING OFF 








No Great Eagerness Shown by Com- 
panies to Establish Sesond 
Agencies at Buffalo 





Although under the recently amend- 
ed rules of the Buffalo, N. Y., Board 
of Fire Underwriters, companies are 
now free to appoint second agencies 
in the city if they so desire, there 
has been no great rush to take ad- 
vantage of the privilege. One or two 
companies that heretofore have been 
upon a sole agency basis, have secured 
additional representations, but the ex- 
pected rush in this direction has 
failed thus far to materialize. 


PENNA. STATE CAPITAL 





Insurance Upon Building and Its Valu- 
able Contents Up for Renewal— 
Line a Large One 
Local agents at Harrisburg, Pa., are 
excited over the insurance upon the 
State capital building, which will ex- 
pire on the 18th prox., and are figuring 
upon renewals. Last year the line, 
which is very large, was secured under 
competitive bidding, by Hutchinson, 
Ravinus and Company, brokers of 
Philadelphia. A part of the businéss, 
the major part, was given to the local 
men at Harrisburgh, and the latter are 

figuring on getting their renewals. 








WASHINGTON GENERAL AGENCY 

A. K. Phillips, secretary of the Poto- 
mac Insurance Company of Washing- 
ton, has been given the general agency 
of the North River Fire, of New York, 
for the District of Columbia. 



























































EFFECTIVE FIRE PREVENTION 


NEW YORK 





LAW WHOLESOME 


Property Owner Liable for Damages if 
Fire Department Order is 
Ignored 


What should prove the most effective 
fire retardent that has thus far been 
advanced in the United States, is the 
recent decision of the Court of Appeals 
of New York, upholding unqualifiedly 
the State law giving the New York city 
fire department the right to order fire 
extinguishing devices installed in prop- 
erties, and holding property-owners 
liable for any damage that might re- 
sult through the ignoring of the 
statute. 

While the great majority of the local 
business houses complied with the 
order of the Fire Department and safe- 
guarded their places against fire, others 
delayed doing so, and it was one of 
the latter that is now called upon to 
pay the Department $1,500 for its 
neglect. 

As has previously been pointed out in 
these columns every fire is held to be 
a crime in Continental Europe, unless 
its accidental nature be clearly proven. 
In France the owner or lessee of prop- 
erty in which fire originates is not only 
held responsible for injury suffered 


directly to the premises, but also for 
whatever damage may be caused 
neighboring property. The compara- 
tively low loss record of France can 
be attributed in no small degree to 
the enforcement of this wholesome 
statute. 
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NO FIELD FOR IT 





Individual Underwriters Through Lack 
of Patronage Concludes to 
Quit Business 

Striking evidence of the change that 
has taken place in fire insurance condi- 
tions in this country during the past 
decade, is the announced decision of 
the Individual Underwriters of St. 
Louis to retire from business because 
of insufficient patronage. The concern 
was formed in 1902 by W. H. Markham 
& Company, leading agents of St. 
Louis, mainly for the purpose of 
handling their own large lines, diffi- 
culty being experienced in getting com- 
plete coverage. The organization was 
a leading one of its kind and always 
enjoyed an excellent reputation. Its 
inability to secure patronage simply 
attests the extended writing capacity 
of the regular stock companies, and 
the marked preference of the assured 
for that class of institution. 


WITHOUT PROTECTION 


Ardsley-on-Putnam, N. Y., which ex- 
perienced a bad fire on Monday, is 
without fire protection, what slight 
help they did receive on the 7th com- 
ing from the “millionaire” department 
of Ardsley-on-Hudson. The newspaper 
estimates of a $500,000 loss probably 
originated in the mind of some joker, 
the whole village not being worth the 
figure named. — 





INSURING COTTON 


Companies report free cotton offer- 
ings from interior points, though that 
gathered for export is far less than 
was anticipated. Savannah, which or- 
dinarily is a heavy shipping center for 
the staple, is very quiet, the promised 
buying by warring nations apparently 
not developing. 
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TELLS WHAT “CASH VALUE” IS 


IN LOSS ADJUSTMENT COURSE 








Practical Paper by L. C. Williams of 
Atlas Before Insurance Society— 
Mooted Points Involved 





It is safe to say, that those who 
heard L. C. Williams, general agent 
and adjuster of the United States 
branch of the Atlas of London, ex- 
Plain what is meant by “cash value” 
in the standard fire insurance policy 
before the Insurance Society on Tues- 
day evening, went away with 4 much 
clearer idea of this difficult subject 
than they had had before. The talk 
was a most practical one and the 125 
insurance men who heard it agreed 
that the course on loss adjustments is 
the best thing along educational lines 
that the Insurance Society has yet 
attempted. 

Mr. Williams quoted typical cases to 
prove his point. He mentioned curi- 
ous features of the Missouri insurance 
law where the valued policy in in use 
and even household furniture is in- 
cluded. 

He discussed a case where a Picture 
believed to be valuable was insured 
for $25,000, but it was later found to 
be merely an imitation. Although the 
insured would be innocent of blame he 
could collect only the commercial 
equivalent of the picture. Valuation 
is defined in some cases as the limit of 
liability. 

Have No Market Value 

Patterns and molds have no market 
value, although important in the manu- 
facture of the products in certain lines. 
In such cases it is hard to arrive at the 
cash value, but it is sometimes figured 
on the basis of reproduction, and the 
uses to which the molds can be put, 
are figured in the award made. 

In the case of household furniture, 
the market value of such property is 
considered in making the award, or 
otherwise a fair value is figured. It 
would not be fair to consider the value 
which the burned property would 
bring at a sale of second hafd furnish- 
ings or the price which could be se- 
cured at auction. The cost of reproduc- 
ing the lost articles must be taken into 
account, less certain charges for de- 
preciation. 

Where pictures and engravings are 
insured under a household furniture 
form the recovery is limited. The same 
thing applies to machinery, viz., the 
market value is considered, less any 
depreciation existing. This would be 
the actual cash value and the measure 
of indemnity. 

Loss on Bargain 

If an article had been bought cheap 
by the insured and loss has occured, 
the insured would be entitled to any 
benefit accruing because of buying the 
article cheap. In other words the in- 
surance company could not take advan- 
tage of the fact that the article was 
purchased at a bargain, to affix the 
value on the rock bottom price on 
which it was purchased. The case was 
quoted of a $15,000 machine which had 
been bought by the insured at a cheap 
price, viz., $11,500. The higher figure 


would have to prevail in adjusting the 
loss. 

The actual cash value would be the 
cost to the manufacturer of reconstruct- 
ing the article at the time of the fire— 
not the market value. In the case of 
a loss on wheat, wool, cotton or sugar, 
which is destroyed, the only way to 
replace the loss is to settle on the 
basis of the cost of making the pur- 
chase in the open market on the day 
of the fire. If this is not possible, the 
quotations at the nearest market must 
be made the basis for settling the in- 
surance. 

Whiskey Loss 


In the case of a loss on whiskey, the 
cost to the insured of replacing the 
product must be considered, as whiskey 
has to age. The cash value for lum- 
ber is considered as the market value 
at the nearest market at the time of 
the fire. The actual cash value really 
means the cost to the insured of re- 
placing the product at the time of the 
fire. 

In a case where fire prevents the de 
livery of goods contracted for previ- 
ously, the cost of replacement must be 
taken as the cash value. When tobacco 
and distilled spirits in bond are des- 
troyed, the amount of the revenue tax 
must be considered as part of the 
value insured. 

On the other hand no allowance may 
be made in settling a loss on merchan- 
dise, of a presumptive profit on goods 
sold but not delivered, for the market 
value to the owner at the time of the 
fire must prevail in settling the loss. 

Stock books must not be considered 
as a certain index of cash value. Some- 
times the memory of the insured is 
poor, when books have been destroyed 
or are missing. In such instances the 
original or duplicate invoices must be 
inspected and anyone who saw the 
stock before the fire should be called 
in to estimate on the loss occasioned. 





A TRIBUTE TO C. J. DOYLE 





Kentucky Insurance Men Dine the 
Associate Counsel of the 
National Board 





C. J. Doyle, associate counsel of the 
National Board of Fire Underwriters, 
was the guest of honor at a banquet 
tendered him at the Seelbach Hotel, 
Louisville, on Friday night last, by the 
fire insurance men of Kentucky, who 
were present to the number of nearly 
three hundred. 

Mr. Doyle aided materially in 
straightening out the tangle between 
the governing powers of Kentucky and 
the fire insurance companies early in 
the year, and the dinner given him 
last week was in appreciation of such 
service. 





CAPITAL TO BE $500,000 

Directors of the Columbian Insur- 
ance Company of Indianapolis, have de- 
cided to increase the capital of the 
corporation from $250,000 to $500,000. 
The new stock will be sold at twice 
par, the premium being added to net 
surplus, making the latter item ap- 
proximately $400,000. L. S. Mac- 
Enaney is the underwriting manager 
of the corporation. 








INSURANCE COMPANY OF NORTH AMERICA 
PHILADELPHIA, PA. 





MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 
BOAT, TOURIST 
FLOATER,AUTO- 
MOBILE FLOATER, 
PARCEL POST 


LOSSES PAID SINCE 


ORGANIZATION 
$164,800,757. 


FIRE 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 


CAPITAL - $4,000,000 
ASSETS - $17,938,784 
LIABILITIES - $9,193,374 


NET - SURPLUS $4,745,410. 
SURPLUS TO POLICY HOLDERS $8,745,410. 


EUGENE L. ELLISON President 
BENJAMIN RUSH, Vice-President T. HOWARD WRIGHT, Sec’y and Treas. 
JOHN O. PLATT, 2nd Vice-President SHBLDON CATLIN, Ass’‘t. Seoretary 

















For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


“ The Leading Frre Insurance Company af 
America” 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - - 4,743,233.00 
Cash Surplus to Po 
Holders - - - 1,741,305.00 


The real strength of an insurance company is in 
the conservatism of its management, and the man- 
agement of THE HANOVER is an absolute as- 
surance of the security of its policy. 


R. EMORY WARFIELD .- 





CASH CAPITAL - $5,000,0%0.00 


President WM. B. CLARK, President 
JOSEPH McCORD .- Vice-Pres. & Sec’y Vice-Presidents 
WILLIAM MORRISON - Asst. Sec’y HENRY E. REES A. N, WILLIAMS 
JAMES W.HOWIE - - Gen. Agent Secretary 
<emeecencneinee E. J. SLOAN 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 


Assistant Secretaries 
GUY E, BEARDSLEY 
RALPH B. IVES 


W. F. WHITTELSEY, Marine Secretary 


E. 8.:ALLEN, 














1831——_1914 


(FIRE) 
THE Potomac INSURANCE ComMPANY 
OF THE DISTRICT OF COLUMBIA 
Agents Wanted in 
Pennsylvania, West Virginia, Ohio 
and Illinois 
Address HOME OFFICE - - WASHINGTON, D. C. 














NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN, 
STATEMENT, JANUARY Ist, 1914 









LIABILITIES 
Cate Bian as ssoscscrcesss Pere § FF 
Reserve for Re-Insurance....... - 8,140,336.00 
Reserve for Outstanding Losses........... «+. 612,523.00 
Special Reserve for Contingent Liabilities....... 300,000.00 
NG cc ctneeicescochedeoessoonesere 350,462.00 
Bat Searphes. .......ccccescccceccscoccsecceeseeses __ 4,082,441.00 
PEE MIG 6.0605. can cncaneneduenebtesesseres $15,485.762.00 


H. A. SMITH, Vice-President 


Assistant Secretaries 
F. D. LAYTON S. T. MAXWELL Cc. 8. LANGDON 


SURPLUS TO POLICYHOLDERS $6,082,441.00 


JAMES NICHOLS, President G. H. TRYON, Secretary 














OF NEW YORK. 





company for an agent. 


Home Office, 


Western Office, 


Continental Insurance Company 
The best company for a policyholder is the best 
HENRY EVANS, President. 


80 MAIDEN LANE, NEW YORK. 


332 SO. LASALLE ST., CHICAGO. 


“An Agent Is Known by the Companies He Keeps” 
Fidelity-Phenix Fire Insurance Company 


OF NEW YORK. 





The assured places the responsibility on the 
agent; a Fidelity-Phenix policy relieves him of it. 


HENRY EVANS, President. 





Home Office, 
80 MAIDEN LANE, NEW YORK. Policyholders Surplus $23,743,555 
Western Office, ene Coen 


Fidelity (Fire) Underwriters 


OF NEW YORK. 





Combine the assets of two of the largest com- 
panies with the highest sense of liberality and 


fairness. 





Combined Assets $42,586,574 


























137 SO. LASALLE ST., CHICAGO. 80 MAIDEN LANE, NEW YORK. 
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PROTECTING A GREAT RISK 


R. R. TERMINAL AT WEEHAWKEN 














Millions of Insurance Carried—$125,000 
High Pressure Salt Water 
System Installed 





The two largest risks in New Jersey 
are said to be the Weehawken Ter- 
minal of the New York Central Lines 
at Weehawken, N. J., and the plants 
of the Victor Talking Machine Co. in 
Camden. The Eastern Underwriter 
some time ago printed some facts about 
the fire protection at the Victor plant. 
The protection at the Weehawken Ter- 
minal is rather remarkable and has 
been inspected by a great many insur- 
ance men. 


Line Controlled by James Foster 
Son 


& 

The Weehawken line runs into the 
millions. There is about three-quar- 
ters of a mile of water front, and 
some unusually heavy values. One 
grain elevator alone has a capacity of 
2,000,000 bushels. The line is placed 
by James Foster & Son, New York, 
and is all in stock companies. 

Some time ago a high pressure sys- 
tem of fire protection was installed at 
a cost of $125,000. The system is 
supplied by two independent fire-proof 
pumping stations, widely separated 
and connected to the south and center 
part of the system. The pumping 
capacity of one station is 1,500 gallons 
and of the other 1,700 gallons per 
minute. 

In addition the system is supplied 
through an 8-inch connection from the 
city main and may be supplied through 
numerous Siamese tug boat connec- 
tions with the water front. A private 
fire department under the supervision 
of a chief officer who has no other 
duties is maintained among the em- 
ployes. There are twelve regular and 
forty-six auxiliary Gamewell fire alarm 
boxes installed in various buildings. 
The tug boat fleet of the company 
includes thirty-seven boats. 

A report sent to underwriters gives 
an account of the high pressure salt 
water system of fire protection at this 
plant. 





RULE CHANGES 





Consequential Damage in Cold Storage 
Risks—Notice of Waiving Rights 
in Subrogation 





The New Jersey Rating Office has 
issued a number of changes in its 
rules. 

Rule 27 covers consequential damage 
in cold storage risks. The old rule 
said that a rate on a building contain- 
ing a source of refrigeration contem- 
plated recoverage of consequential 
damage. The standard form of policy 
makes it necessary that consequential 
damage must be specifically assumed 
to be reeovered, and the new rule per- 
mits the attachment of Clause B, as- 
suming the recoverage of consequen- 
tial damage at the rate published on 
the contents without additional charge. 
The Rating Office also added to the 
rule providing for percentage increases 
for the assumption of consequential 
damage when the source of refrigera- 
tion is outside of the building being 
covered. 

A change in subrogation rule was 
necessitated by lines 102, 103 and 104 
of the standard policy, which read: 


NEW JERSEY NOTES | 





John C. Paige Co. 


INSURANCE 
65 Killby St. Boston, Mass. 














“If this company shall claim that the 
fire was caused by the act or neglect 
of any person, private or municipal, 
this company shall on payment of the 
loss be subrogated to the extent of 
such payment and all rights of recov- 
ery by the insured for the loss result- 
ing therefrom and such right shall be 
assigned to this company by the in- 
sured on receiving such payment.” 
The old rule gave the company the 
right to waive and was in violation of 
the standard form. If the assured has 
waived his right in some contract he 
has with a railroad company it can 
be taken care of in the standard policy 
by the dssured simply giving notice to 
the company that they have so acted. 
The rating office’s new form of waiver 
begins: “Notice is hereby acknowl- 
edged that the assured has waived and 
does hereby waive the right,” etc. 





STARTS AGITATION IN SUMMIT 





Philadelphia “Insurance Agent” Asks 
Board of Trade to Investigate 
Ramsay Act Operations 
An attempt to stir up Summit busi- 
ness men and make them dissatisfied 
with their fire insurance rates is being 
made by H. Billetter, of the “Co-Oper- 
ative Insurance Agency of Philadel- 
phia.” Billetter has written a letter 
criticizing the operations of the Ram- 
say Act. An invitation has been ad- 
dressed to him to attend the January 
meeting of the Summit Board of Trade 
and tell his story. It will be recalled 
that Atlee Brown recently made his 
superb defense of the Ramsay Act be- 

fore the Summit Board of Trade. 

How any business man can object 
to the Ramsay Act, which guarantees 
him the same rate as other people 
have of the same class and hazard, 
which has absolutely stopped unfair 
underwriting and given a square deal 
to every one is beyond understanding. 
And doesn’t it look as if Mr. Billetter 
has a selfish motive in making this 
attack on the law? 





BAR INSPECTORS 





Standard Oil Company Does Not Care 
to Have Its Bayonne Property 
Inspected 





It has recently come to light that the 
Standard Oil Company, which has im- 
mense properties at Bayonne, N. J., 
most of which is self-insured, does not 
care to have these properties inspected 
by insurance representatives. In fact, 
representatives of the New Jersey rat- 
ing office were barred admittance to a 
large part of the property. 

Contrary to the general opinion some 
of the Standard Oil’s property at 
Bayonne is insured, but not much when 
the total value is taken into considera- 
tion. 





SMALL KEANSBURG LOSS 

The New Jersey companies had a 
lot of luck in the Keansburg fire, by 
reason of the fact that while some 
had a fair sized liability in the town 
the fire did not burn in blocks where 
the local companies would have been 
hit. One company, for instance, had 
a total loss in the fire of $100 on a 
merry-go-round. Keansburg is of sum- 
mer resort construction. 





TRUSCOTT BACK FROM COAST 

J. Lynn Truscott, of the Camden 
Fire Insurance AssOciation, and the 
Eastern Underwriers, has_ returned 
from the Pacific Coast, where he plac- 
ed the general agency of the Eastern 
Underwriters with fhe firm of E. E. 
Potter & Sons, one of the oldest on the 
Coast. 





INVITE MR, HAYNES TO SPEAK 

E. J. Haynes, president of the Newark 
Fire Insurance Company, has been in- 
vited to address the Insurance League 
of Newark at its meeting on December 
17. This league is growing fast and 
contemplates instituting insurance 
courses. 











Capital Stock - - 
Liabilities 


Net Surplus - 
Total Assets . 


C. E. Sheldon, V. Pres’t. 
F. Hoadley, Secretary 





Fire, Tornado and Automobile Insurance 


American of Newark 


Chartered in 1846 


Special Reserve Fund 


P. L. HOADLEY, President 


- $1,000,000.00 
5,452,043.92 

° 300,000.00 

. 3,252,859.29 


- $10,004,903.21 


C. W. Bailey, V. Pres’t. 
A. C. Cyphers, Treas. 


























1853 Sixty-First Year 1914 


FARMERS’ 
Fire Insurance 
Company 


YORK, PENNSYLVANIA 


Assets (Dec. 31, 1913). .$1,152,425 
Net Surplus “ 542,514 





W. H. MILLER, President 
A. S. McCONKEY, Secretary and Treasurer 





GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 1859. 


Statement, January 1, 1914. 


Cash Capital ....... $1,000,000.00 
OS ee 7,260,197.27 
Net Surplus ........ 2,596,266-99 
Surplus for Policy 

Holders ......... 3,596,266.99 


HEAD OFFICE 
Cor. William & Cedar Streets 











The North River 


Insurance Co. of New York 
INCORPORATED 1822 





Total A f all C ies R 
sented by ths Office December 31,1912 914,249,072. 19 


Crum & Forster 
NEW YORK 


GENERAL AGENTS 








EDISON PROPERTY BURNED 


$7,000,000 





LOSS ESTIMATED at 





Company Has Insurance Fund of its 
Own—Risk a Rambling 
One 





Fire destroyed the main plant of the 
Edison Company at West Orange, N. 
J., on Wednesday night, the loss being 
estimated at $7,000,090. Insurance is 
said to be close to $2,000,000, but 
whether fhis was carried in the sink- 
ing fund of the corporation, or by mu- 
tual companies, could not be learned at 
the hour of The Eastern Underwriters’ 
going to press. 

The Edison risk was made up of a 
number of structures, some of concrete 
and others. of rambling wooden type. 
The stock companies which insured 
the line in years past had a lot of 
trouble with the Edison people in the 
matter of forms and clauses. 


ELECT M. J. PRICE PRESIDENT 

At the annual meeting of the Fire 
Insurance Society of Newark the fol- 
lowing officers were elected this week: 
President, Matthais J. Price; vice-presi- 
dents, Frank B. Heller, Newark, and 
Bennett H. Fishler, Montclair; mem- 
bers of the executive committee: Rob- 
ert C. King, George C. Plume, William 
R. Conlon, Edward Hand and Charles 
M. Henry. 





A receiver will be appointed for the 
Peoples Fire of Louisville. 


VALUABLE PICTURES BURNED 





Custom House Officials Appraise 
Damage Suffered by Imported 
Paintings 





A number of valuable oil paintings 
consigned to jeading New York art 
dealers, while en route from France 
some days ago, were damaged through 
fire in the hold of the vessel. Custom 
house appraisers are estimating the 
damage before fixing the collectible 
duty. It will be interesting to learn 
how their figures compare with those 
of the insurance adjusters. 


CITIZENS INSURANCE CO. 





Shareholders of Corporation to be Of- 
fered Stock in Financial Com- 
pany in Exchange 





In exchange for their present hold- 
ings, stockholders of the Citizens Fire, 
of Baltimore, will be offered shares of 
the new Citizens Company, Incorporat- 
ed. The latter will act as a financial 
agency, a field that in the opinion of 
its management offers a far more at- 
tractive future that does fire under- 
writing. 





APPOINTS BALTIMORE AGENTS 

Parr and Parr of Baltimore have 
been given the agency of the American 
of Newark. 


The conflagration charge of 15 per 
cent. placed at Boston following the 
San Francisco disaster, has been re- 
moved from certain types of property. 
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BROKERS ACTIVITIES 

















WAS NOT LICENSED BROKER 





Brooklyn Man Charged With False 
Representation—Collected Pre- 
mium From Victim 


At the instigation of the New York 
Insurance Department, the arrest has 
been caused of Alfred E. Cary of 744 
Fifty-first street, Brooklyn, under a 
charge of falsely representing himself 
to be an insurance broker. 

In the specific case on which the 
arrest was caused, Cary solicited a 
fire insurance policy for $1,000 with 
a $5 premium, from James J. Garcia, 
also of Brooklyn, but after delivering 
the policy and collecting the premium 
it is charged he neglected to pay the 
money over to the Fidelity-Phenix 
which wrote the insurance. 

The transactions charged against 
Cary are violations of Section 143 of 
the insurance law and he is also 
charged with a misdemeanor under 
Section 53. When the premium was 
not paid to the Company, cancellation 
was made. 

Cary then had new policies issued 
in another company but sold the busi- 
ness before having other policies is- 
sued, representing that he did not care 
to renew his license. 

* . cal 
Get Mass, Licenses 

During the month of November the 
Massachusetts Insurance Department 
granted brokerage licenses to 71 appli- 
cants. Among the number were the 
following of New York city: Robert O. 
Sasseen, Weed & Kennedy, and Wey & 
Herrick. ‘Mr. Sasseen, is a life insur- 
ance specialist, and one of the most 
successful business producers of the 
metropolis. 

* * & 
Uniform Binders Required 

Members of the Suburban Fire In- 
surance Exchange are again urged to 
instruct such of their department men 
“as havetodo withthe acceptance and 
writing of risks located in suburban 
territory that uniform forms of binder 
and endorsement-agreement have been 
adopted and promulgated by this Ex- 
change and that no other forms may 
be signed on their behalf.” 

. * - 
Not Observing Pledges 

Reports that certain brokerage firms 
of this city are still taking excess 
commissions upon their suburban busi- 
ness cor u fren) nd com- 
pany managers are decidedly irritated 
in consequence. 

AN ADJUSTING PROBLEM 

Fire at San Francisco to the cable 
line of the California Street Cable Rail- 
way Company recently resulted from 
unusual circumstances and ‘has raised 
an interesting point in fire loss ad- 
justing. A gripman running a Cali- 
fornia street car in a westerly derec- 
tion failed to release his grip at Hyde 
street, causing the grip to bump into 
the Hyde street cable. The force of the 
impact was such that the grip was 
bent and so lodged that its removal 
was impossible except by melting. The 
contact place, where the agcident oc- 
curred, was immediately over a con- 
crete pit which held considerable oil. 
While engineers of the railroad com- 
pany, with blow pipes, were melting 
the steel grips, a drop of molten metal 
dropped into the pit below and ignited 
the oil. Over thirty feet of the Cali- 
fornia street cable was burned and 
the Hyde street cable was also exposed 
to damage. An interesting point 
which has arisen in adjusting the loss, 
says the Hartford Agent, is the dam- 
age for consequential loss, involving 
the question as to what length of time 
the life of the cable has been impaired 
by reason of splicing, etc. 
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LOSS DRAIN CONTINUES 





November’s Fire Record Largely in 
Excess of That for Same Month 
Last Year 





To what extent the general business 
depression obtaining in the country is 
responsible for the growth in the fire 
loss is a question upon which under- 
writers are speculating, but for which 
no sufficient answer can be given. 

The Journal of Commerce and Com- 
mercial Bulletin, asserts that the fire 
loss in November aggregated $21,372,- 
750, as against $15,207,600 for the same 
month in 1913. The total losses for 
the eleven months of this year are 
$212,084,200, or $3,487,300 more than 
those reported in the corresponding 
period of 1913. 

The average administrative cost of 
the fire insurance companies of the 
United States is something over 41 per 
cent., and with States and municipali- 
ties constantly levying additional taxes 
and imposing burdensome restrictions, 
the ratfo will surely not decrease in 
future. It remains therefore for the 
business interests to adopt such safe- 
guards against fire as will materially 
reduce the present rate of destruction, 
else the insurance companies will be 
forced to adopt the only alternative 
left them, namely advancing premium 
rates, 





HIS SILVER ANNIVERSARY 

Saturday the 5th inst., marked the 
twenty-fifth anniversary of the entry 
into the fire insurance business of 
Henry I. Brown, head of the Phila- 
delphia managerial and agency firm of 
Henry W. Brown & Company. In 
honor of the occasion the employes of 
the office gave Mr. Brown a compli- 
mentary luncheon. The firm of Brown 
and Company while long prominent at 
the Quaker City, has made unusual 
progress since young Mr. Brown as- 
sumed the direction of its affairs. 
Henry W. Brown, now retired, was 
United States manager of the Cale- 
donian of Scotland, when it first en- 
tered this country. 


A SEASONABLE WARNING 
Brokers would do well to acquaint 
their clients with the warning of tae 
New York Board of Fire Underwriters 
regarding the hazard of holiday dis- 
plays. The use of highly inflammable 
material “such as cotton to represent 
snow, and the use of motion picture 
machines, constitutes an additional 
hazard not contemplated by under- 
writers in issuing policies of indem- 
nity covering the usual fire hazard.” 
A clause in the standard fire policy 
provides that “This entire policy un- 
less otherwise provided by agreement 
indorsed hereon or added hereto, shall 
be void * * * if the hazard be in- 
creased by any means within the con- 

trol or knowledge of the insured.” 





COMMITTEE ON BLANKS MEETS 
A meeting of the committee on 
blanks of the National Convention of 
Insurance Commissioners was held at 
the Hotel Astor this week to consider 
two matters in particular. A report 
was received from a sub-committee as 
to the disbursement provisions in the 
various statement blanks and also a 
report was received from a sub-com- 
mittee on the methods of reports to 
be made by the fraternals. There 
were a large number of fraternal and 
assessment companies present at the 
Hotel Astor this week to take up vari- 
ous matters on which the advice of 
insurance commissioners was desir- 
able. 


LOSS $150,000—INSUIRANCE $50.000 

Although the loss suffered by the 
Floridin Company through the burn- 
ing of its plant at Quincy, Fla., on the 
30th ultimo, will reach fully $150,000, 
the insurance carried is but one-third 
of that amount. The destroyed prop- 
erty will be rebuilt at once. 





NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 


INCORPORATED 1811 


Agents Desired at Unrepresented Points 








(rire) 
German American 
Insurance Company 
New Bork 
STATEMENT JANUARY 1,1614 
CAPITAL 


$2,000,000 


RESERVE FOR ALL OTHER LIABILITIES 


10,47 


* 
NET SURPLUS 


9.245.855 
21,724,918 








The Gamweell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs 
for Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL 
SERVICE 


GENERAL OFFICES AND WORKS 
NEWTON UPPER FALLS, MASS. 


AGENCIES 
5708 Grand Central Terminal, New York 
448 John Hancock Building, Boston, Mass. 
1216 Lytton Building, Chicago, Ill. 
335 Wabash Building, Pittsbu: Pa. 
915 Postal Building, San Francisco, Cal. 
is Central Building, attle, Wash. 
Jtica Fire Alarm ‘Felegraph Co., 
. Utica, N. Y. 
Northern Electric Company. Limited, 
Y ontreal, Canada. 
General Fire Appliances Co., Ltd., 
. _ Johannesburg, South Africa 
Colonial Trading Co., Ancon; 
Canal Zone, Panama 
F. P. Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 








Authorized Capital $500,000 


Drirnit National Hire 
IJusurance Co. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 








WM. G. WHILDEN, President 


GEO. E. LYON, Secretary 


New Jersey Fire Ins. Co. 





NEWARK, N. J. 


Capital 
Net Surplus ° 


° $1,000,000.00 
426,215.23 


Fire, Tornado, Lightning & Automobile Insurance 


AGENTS WANTED 








LOGUE BROTHERS & CO. 


307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 
MICHIGAN COMMERCIAL INSURANCE CoO. 


CALIFORNIA INSURANCE 


VIRGINIA FIRE & MARINE INSURANCE CoO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 











THE YORK Insurance Company, Ltd, 
OF YORK, ENGLAND 
Established 1824 
The “YORKSHIRE” is the Oldest and Strongest of the English Fire Companies not here- 


tofore represented in the United 


FRANE & DuBOIS, U. 8. Managers 


tates 


ERNEST B. BOYD, Underwriting Manager 


0, E. LANE, Assistant Manager, 80 Maiden Lane, New Yor 


New York Life Insurance & Trust Co., 
PACIFIC COAST DEPARTMENT, McClure Kelly, M 
NORTH & SOUTH CAROLINA DEPARTMENT, Harry R Beak, Mangeoe 
SOUTHEASTERN DEPARTMENT, Dargan & Hopkins. 
&M Department, JAS. B. ROSS, Manager, New Orleans, La 


Louiai 





Harry R. Bush, 


k 
U. 8S. Trustee, 52 Wall Street 





ch boro, N.C. 
Managers, Atlanta, Ga. 
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A HEAVY MORAL OBLIGATION 


ADVICE BORN OF EXPERIENCE 








Hasty Adjustments and Quick Loss 
Payments Induce Criminality— 
Expensive Advertising 





In their eager pursuit of premiums 
many fire companies have grown care- 
less in the adjustment of losses, and 
the sixty day limit for payment pro- 
vided by the standard policy has been 
utterly ignored. As a natural conse- 
quence insurance companies have 
come to be regarded as “easy marks” 
by the weak and criminally inclined 
members of society, and the fire record 
of the country increases year by year. 
That the close relation between cause 
and effect in this connection is being 
borne in upon managing underwriters, 
is undoubted and it is to be hoped the 
result will be a return to former prac- 
tices, when care and skill was shown 
in adjusting and crooks made to realize 
the danger of attempting to defraud in- 
surance institutions. 

Dealing with this general subject the 
management of the Glens Falls says: 

“Adjustments should always be an 
honest, painstaking, deliberate and 
thorough effort to ascertain the actual 
loss. To give the impression that com- 
panies are careless or indifferently 
liberal .in handling losses and: more 
anxious to please claimants than to 
reach exactness, has an obvious hurtful 
influence. To permit the securing of a 
more Or less profit from a fire has in 
more instances than we know of sug- 
gested an opportunity to the fraudu- 
lent and criminal. 

“One case we do know of, that of a 
professional fire bug who ‘suffered’ 
more than a score of fires and whom 
the Glens Falls finally lodged in the 
Charlestown (Mass.) penitentiary for a 
season. He confessed that his incen- 
diary career was instigated by a quick, 
careless, lump settlement of an honest 
damage to his Small cigar store stock 
in Illinois, which gave him some two 
hundred dollars profit. 

“J then thought,’ he said, ‘that insur- 
ance companies were an ‘easy mark’ 
and I have found it so—till now.’ 

“There is room for reform in adjust- 
ments which would result in benefit to 
the finance and business reputation of 
fire insurance. 

Quick Payment 

“It is a bad supplement to a liberal 
unadjusted settlement of a loss; in fact 
hasty payments, as a rule, are objec- 
tionable from other than the company 
side of the question. The policy plainly 
provides for a sixty-day payment and 
it is not too long for an honest claim- 
ant to wait or a dishonest one to fear 
what the sixty days may reveal. 

“A Hebrew who had had experience, 
once said, ‘Dot sigsty days always 
seems like edernity.’ 

“We all know of instances where de- 
velopments after payment have made 
us sorry that the incident had been so 
quickly closed. Unreasonable com- 
petition seems to over-value the busi- 
ness-getting influence of a _ sudden 
‘hand out’ to loss claimants of the cash 
fruit of their fires. It is an expensive 
sort of advertising. 

“Insurance has come to be known as 
about the soonest and surest way of 
raising money, whether upon good or 
poor property, and this way of doing it 
becomes a serious temptation in the 
stress of an emergency. When the 
throes of financial troubles have driven 
reputable men to suicide, it is difficult 
to say to what form of ‘eccentricity’ 
such condition may not drive even 
pretty good men, not to mention the 
sort who need no special provocation. 

“Anyhow, present financial conditions 
emphasize these dangers; for under all 
the limitations which the European 
War has compelled, does not fire insur- 
ance offer about the only promising 
method of raising money and that too, 


at a time when the companies are also 
handicapped by the same limitations in 
turning their investments into ready 
cash? A return to the practice of sixty- 
day payments would add to the safety, 
dignity and business-like character of 
fire insurance and show that we regard 
the provisions of our contracts as im- 
portant enough to be observed.” 





GOOD WORK AT PHILADELPHIA 





Fire Prevention Greatly Aided by 
Efficient and Constant Inspec- 
tion Service 





Fire Marshal Elliott of Philadelphia 


issued a report Monday showing that’ 


firemen inspectors working in all sec- 
tions of the Quaker City in the work 
of fire prevention inspected 87,407 build- 
ings between February 14, 1913, and 
November 30, 1914. 

The firemen conducting the inspec- 
tions have made many recommenda- 
tions to prevent fire, and have rein- 
spected 60,880 buildings to learn if the 
recommendations have been fulfilled. 

Under the system of fire prevention 
instituted in Philadelphia in February, 
1913, by the Fire Prevention Commis- 
sion appointed by Mayor Blankenburg, 
a detail of one or two firemen work 
constantly inspecting the buildings in 
the district in which the fire house 
to which they are attached is located. 
In the entire city they have made 
148,287 inspections, and reinspections. 

They have effected 108,480 improve- 
ments as fire safeguards in 1913, and 
105,759 improvements mn 1914, a total 
of 214,239 possible fire causes elimi- 
nated. 

The theatre patrol, a branch of the 
fire prevention work, established Oc- 
tober 6, 1913, In which a squad,of fire- 
men inspectors constantly supervise 
the playhouses of the city, has made 
22,700 inspections of theatres and mov- 
ing picture houses to November 30, 
1914. The patrol has been responsible 
for the installation of 7,098 improve- 
ments in that time. In 1913 there 
were 1,312 fire safeguards installed in 
theatres and 5,786 in 1914 to Novem- 
ber 30. 

Among the minor precautions taken 
in buildings as a result of the inspec- 
tions since the establishment of the 
service are: Fire pails installed, 71,- 
044; sand pails, 1,961; metal cans, 
13,354; “no smoking” signs, 25,909; 
exit signs, 829; chemical extinguishers, 
1,449; metal stands and flexible hose, 
668; gas stoves protected, 1,189; 
dangerous coal stoves repaired, 4,401; 
swinging gas jets made stationary or 
guarded, 10,211; hose repaired and re- 
racked, 242; fire escapes, 838; defec- 
tive flues remedied, 4,232; rubbish piles 
removed, 11,986; exits cleared, doors 
unlocked, 2,977; oil moved from build- 
ings to yards, 156. 





GIVEN PHILADELPHIA AGENCY 

Mather and Company, of Philadel- 
phia, have been given the agency in 
that city for the marine department of 
the Prussian National of Germany. 


| 









FIRE 
EXTINGUISHER 
IVES, not protection alone, but that which 
G is equally important, the constant feeling 
of security. Aside from its efficiency when the 
fire does come, it repays its modest cost a hun- 
dred times a year in peace of mind. 


The convenient size of this extinguisher, its 
readiness and ease of operation will mini- 
mize the fire peril in school or factory, hotel 
or theatre, hospital or home. 

Write nearest office for full information-- 
send a postal now. 
Brass and Nickel-Plated Pyrene Fire Extin- 
guishers are included in the lists of 
appproved Fire Appliances issued 
by the National Board of 
Fire Underwriters. 









Pyrene Manufacturing Co., 1358 Broadway, New York 





Aberdeen, S. D. Boston Chicago Duluth Nashville Richmond 
ton ridge port Cincinnati Fargo, N. D. New Orleans St. Louis 

Anderson, S.C. Buffalo Cleveland Jacksonville Oklahoma City St.Paul 

Atlanta Butte Dayton Louisvil Philadelphia Salt Lake City 

Baltimore Charlotte, N.C. Denver lemphi hoenix San Antonio 

Birmingham Charlest’n, W.Va. Detroit Milwaukee Pittsburg York, Neb. 
PACIFIC COAST DISTRIBUTORS: Gorham Fire Apparatus Co., San Francisco, Los Angeles, 
Seattle. Distributors for Canada: May-Oatway Fire Alarms, Ltd., Winnipeg, Toronto, 
Distributors for Great Britain and the Continent: The Pyrene Co., Ltd. 19-21 Great Queen St 


London, W. C 
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HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE CO., Pittsburgh, -Pa. 
NEW YORK STATE DEPARTMENT 


PERCY B. DUTTON, Manager, Rochester, N. Y. 














INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 
RICHARD D. HARVEY 


United States Manager 


United States Branch 
92 William Street, New York 














First National Fire Insurance Company 


of the United States 








WASHINGTON, D. C. 


STATEMENT OF CONDITION JUNE 30th, 1914 
As shown by an examination made by the Insurance Department of the District of Columbia 





ASSETS. LIABILITIES. 
Reel Betetoe Cally)... cccscccccccece $254,500.00 | Outstanding Fire Losses............... $32,869.54 
Ea ds 6:4 4.6 Nis dd d6.6@ a0 246,850.00 | Unearned Premium Reserve............ 203,091.15 
es SB EE ee 868,797.60 | Accrued charges on Real Estate......... 5,208.43 
| Cash in Banks and Office.............. 89,182.43 | All other Liabilities.................. 5,311.09 
PIE, 5 a. 6 sc ctc0es oH e+s-s0c000 64,650.96 | Capital Full Paid.................... 848,527.50 
Interest and Rents due and accrued..... 26,694.33 | Capital Part Paid... ......cccccceweccs 37,560.00 
OE Er eer ee ET Sf ME ic bic ee 6 & 00s ao adres de eemsledk Ses 424,240.86 
PE «chivsdhostanaendsekea nea ewe $1,556,808.57 | MP Sas dae a wis eb eindtheest ed $1,556,808.57 
Surplus to Policyholders, $1,310,328.36 
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EXPENSIVE, BURDENSOME, 
(Continued from page 1.) 


tee was named by the Convention of 
Insurance Commissioners to co-operate 
with representatives of the National 
Board in developing the classification 
idea. 


Ekern Assails Companies. 

Insurance Commissioner Ekern, of 
Wisconsin, spoke in behalf of one of 
the reports submitted in connection 
with that of the fire insurance rating 
committee of the convention. Both Mr. 
Ekern, and Mr. Revelle of Missouri 
showed a decided bias in their remarks. 
Although at first denying that there was 
any reason for fire insurance compa- 
nies being afraid of what the insurance 
commissioners may do Mr. Ekern later 
denounced the companies bitterly for 
using their power in coercing state 
legislatures to conform to their views 
by taking away the fire protection of a 
State. He said that when the compa- 
nies did this through concerted action 
they were wielding a power which the 
American people should hesitate long 
to submit to. 

He charged that the insurance com- 
panies when a rate is reduced create 
conditions which make the expense of 
doing business greater and therefore the 
policyholders do not get the benefit of 
a lower rate. He thought that the 
companies might well fear the anti- 
trust laws in the various States. ° 

Mr. Ekern ridiculed the idea that the 
companies are losing money and their 
contention that there is no chance for 
retrenchment unless it comes from re- 
ducing agents’ commission. These he 
figured averaged 25.65 per cent. He 
said that the companies had handled 
two and a half billion dollars of policy- 
holders money during the past ten 
years. He quoted figures which he 
claimed showed that the net profit to 
stockholders had been on the average 
7.6 per cent., although the San Fran- 
cisco losses were included, while about 
12 per cent. was the profit in a period 
without the San Francisco loss. He 
noted the tendency on the part of the 
companies to accumulate a large propor- 
tion of the business. He said that one- 
half of the fire insurance business was 
transacted by thirteen companies. As 
to the agitation of the fire insurance 
companies on tax matters he said: “I 
don’t think it is the business of the 
Company what the taxes are. We 
must get over the idea we are hurting 
a lot of paupers who are certainly go- 
ing to the poor house.” He predicted 
that the fire prevention work to be done 
hereafter would be by the public autkori- 
ties. He paid a tribute to the mill 
mutuals for their encouragement of fire 
protection. 

Insurance Superintendent Revelle of 
Missouri, said that insurance is an in- 
dustrial, commercial and _ individual 
business but one so important that it is 
not to be permitted to go without regu- 
lation. He said that he did not think 
that the human cupidity shown by the 
fire insurance companies should be left 
to its own devices. He wants to see the 
principles of competition applied to 
present conditions at once. He dis- 
agreed with the New York practice of 
supervising rate-making associations, 
objecting particularly to the companies 
being permitted to maintain a rate. He 
didn’t think there should be an agree- 
ment making such procedure possible. 
He did not think that publicity was the 
proper remedy for such conditions as 
that could be used whichever way the 
law governed. He was in favor of creat- 
ing, he said, some public tribunal to 
remedy any increase in the rate. The 
remarks of these two commissioners un- 
doubtedly had a considerable effect on 
the situation for the separate vote 
which was taken on Bills 5 and 6 of the 
committee’s report passed by a vote of 
12 to 8 carrying with it the adoption of 
the report of the committee. 

A recommendation was made by the 
special committee on fraternals that 
every kind of insurance organization 
doing business in any State should 
come under the supervision of the 
State insurance department. This was 











passed in a form of a resolution by 
the convention. The committee on as- 
sets of insurance companies which has 
been secuffhg data in various States 
and in Canada was continued. 

Commissioner Preus of Minnesota 
presented a bill on behalf of the Laws 
& Legislation Committee of the Con- 
vention carrying with it the recom- 
mendation for the adoption of the uni- 
form mutual fire insurance company’s 
bill which had been prepared. The 
report was accepted 14 to 7. In be- 
half of the West Virginia Insurance 
Department, Insurance Commissioner 
Darst’s son presented a resolution ask- 
ing the Convention to go on record as 
against graded commissions. His 
proposition was for a flat commission 
with a contingent. This resolution was 
referred to the Committee on Laws for 
further discussion. 

Committee on Laws Deliberates 

The regular convention was broken 
off about 4 o’clock Wednesday after- 
noon to permit the Committee on Laws 
to take up séveral important matters 
including the subject of underwriters 
agencies and agents qualifications. 
Secretary H. H. Putnam of the National 
Association of Insurance Agents was 
called upon and discussed the subject 
of annexes. 

Broadside at Annexes. 

An important decision was reached 
by the committee on laws following a 
discussion on the question whether an- 
nex connections should be permitted. 
The committee voted resolutions pro- 
viding that companies cannot do busi- 
ness except under their own names and 
even in their advertisements and in 
their policies must use the name of the 
parent company. 

As finally approved the bills endorsed 
by the Commissioners were as follows: 


Bill Number 1. 

“Section 1. The Commissioner of 
Insurance may address inquiries to any 
individual, association or bureau which 
is or has been engaged in making 
rates or estimates for rates for fire 
insurance upon property in this State, 
in relation to its organization, main- 
tenance or operation, or any other 
matter connected with its transactions, 
and it shall be the duty of every such 
individual, association or bureau, or 
some officer thereof, to promptly re- 
ply to such inquiries in writing. 

“Section 2. The Commissioner of 
Insurance shall have power to exam- 
ine any such rating bureau as often 
as he deems it expedient to do so, 
and shall do so not less than once every 
three years. A report thereof shall 
be filed in his office. The Commis- 
sioner of Insurance may waive such 
examination upon the filing with him 
of a report of such examination made 
by some other insurance department 
or proper supervising officer within 
such three years. A statement with 
regard to each such examination shall 
be made in the annual report of the 
Commissioner of Insurance. 

° Bill Nu~ber ? 

“Section 1. No fire insurance com- 
pany or other insurer against the risk 
of fire or lightning, nor any rating 
bureau shall fix or charge any rate 
for fire insurance upon property in this 
State which discriminates unfairly be- 
tween risks in the application of like 
charges and credits or which discrimi- 
nates unfairly between risks of essen- 
tially the same hazards and having 
substantially the same degfee of fro- 
tection against fire. 

“Section 2. Every such company or 
other insurer shall, at least fifteen days 
in advance of any variation by it from 
the bureau rate, file a schedule show- 
ing such variation. 

“Section 3. No such insurance com- 
pany or insurer, or rating bureau, shall 
make any contract or agreement with 
any person insured or to be insured 
that the whole or any part of any in- 
surance shall be written by or placed 
with any particular company, insurer, 
agent, or any group of companies, in- 
surers or agents. 

Bill Number 3. 
“Section 1. Every fire insurance 









Came DN iiss iieceicucaves 
Re-Insurance Reserve 


oe | ee 
TOTAL ASSETS 
During a successful record of 58 years 


NEAL BASSETT, Vice-President 


Firemen’s Insurance Co., Newark, N. J. 


Statement January 1, 1914 
Reserve for Unpaid Losses and All Other Liabilities... . 


$ 14,000,000.00 


DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer 


Ae ee ee $1,000,000.00 
2,845,185.81 
273,985.87 


Eee dkie pb doa bee sia 2,720,038.31 
$6,839,209.99 
this Company has paid losses exceeding 


A. H. HASSINGER. Secretary 
J. K. MELDRUM, Assistant Secretary 








“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 


(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid - - $85,000,000 
Losses Paid in U. 8S. - $28,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 
55 John Street 


NEW YORKCITY 





WESTERN 
ASSURANCE CO. 


of Toronto, Canada 
FIRE and MARINE 


UNITED STATES BRANCH 
January 1, 1914 


Assets 


W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 











FIRE ASSOCIATION 


Organized 1817 Incorporated 1820 
Cash Capital $750,000 
E. C. IRWIN, President 


R. N. KELLY, Jr., 





Office: Company’s Building, 407-409 Walnut St. 


T. H, CONDERMAN, Vice- P 
I. G. GARRIGUES, Sec. and T seein, 
Asst. Sec. 


OF 
PHILADELPHIA 


Charter Perpetual .@ 
Assets $9,091,141 i 
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company or other insurer authorized 
to effect insurance against the risks 
of loss or damage by fire or lightning 
in this State shall maintain or be a 
member of a rating bureau. No such 
insurer shall be a member of more 
than one rating bureau for the pur- 
pose of rating the same risk. 

“Section 2. A rating bureau may 
consist of one or more insurers, and 
any bureau consisting of one or more 
companies shall admit to membership 
any authorized insurer applying there. 
for. The expenses of the bureau shall 
be shared in proportion to the gross 
premiums received by each member 
during the preceding year in this 
State, to which may be added a reason- 
able annual fee. Each member shall 
have one vote. 

“Section 3. Every rating bureau 
shall maintain an office within the 
United States. 

“Section 4. Every fire insurance 
company or other insurer aforesaid 
shall in its annual application for li- 
cense specify each rating bureau mak- 
ing rates upon property located within 
this State of which it is a member, 
and during the year file written notice 
of any other such rating bureaus of 
which it shall become a member. 


Bill Number 4. 

“Section 1. Every rating bureau en- 
gaged in making rates or estimates 
for rates for fire insurance on prop- 
erty in this State shall inspect every 
risk specifically rated by it upon sched- 
ule, and make a written survey of such 
risk, which shall be filed as a per- 
manent record in the office of such 
bureau. A copy of such survey shall 
be furnished to the owner at his re- 
quest. 

“Section 2. Every risk rated by 
such bureau shall be classified accord- 
ing to the Uniform Classification of 
Occupancy Hazards adopted by the 
National Convention of Insurance 
Commissioners. The classification 
number for each risk shall be stamped 
or written upon the survey for that 
risk. Every rating bureau, when 
quoting a rate upon any risk, shall 
give the classification number for that 
risk. Every fire insurance company 
insuring any risk shall enter the prop- 





er classification number upon each 
daily report. 

Bill Number 5 presented by the com- 
mittee on fire insurance rating of the 
eommissioners’ convention as amended 
gives the State power to fix a rate 
after a hearing where agreements to 
maintain rates are permitted. Where 
agreements to maintain rates are pro- 
hibited the New York State law on 
the subject would prevail. 





HELPING THE AGENT 

To further help the agent in his 
territory get and hold good business, 
Horace W. Corey of this city, manager 
of the Central Department of the 
Equitable Accident Company, of Bos- 
ton, has begun the publication of a 
weekly letter. The first of these is 
inspiring and replete with sound ad- 
vice, which if followed will materially 
add to the income of the solicitor and 
create for him a permanent and at- 
tractive business. 





TALKS OPEN TO ALL 

The fifth of the series of talks on 
the Business of Fire Insurance pre- 
pared under the supervision of Man- 
ager E. R. Hardy, of the Washington 
Board of Fire Underwriters was given 
on Monday night. Any one engaged 
in the insurance business or particular- 
ly interested in the subject is free to 
attend the talks. 





INSURING SCHOOL TEXT BOOKS 

The wisdom of insuring text books 
in the Hartford schools, specifically, 
instead of under blanket form is being 
considered by the school authorities. 
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THE EASTERN UNDERWRITER 
A Weekly Journal Which Helps the Agent 
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| Casualty and Searety News | 











ACCIDENT , 
COMPANY J. 


OF CANADA 



































=— 


TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, VWWorkmen’s Compensa- 
tion, Public and Genera! Liability Insurance. 
henge and Surety Bonds, 


d Office for the United States 
57- 59 WILLIAM ST..NEW YORK 


Western Department: Pacific Department: 
39 SO. LaSALLE STREET 332 PINE STREET 
Chicago, lil. San Francisco, Calif 











ADMITTING OUTSIDERS 


Casualty Insurance. Exchange Amends 
Its Agreement—Sturgis Succeeds 
Phelan as Secretary 





Although the proposition to extend 
the jurisdiction of the Casualty Insur- 
ance Exchange of New York to em- 
brace the entire State, was decidedly 
beaten at a special meeting of the or- 
ganization on Tuesday, it was agreed 
to admit to membership companies not 
in the Workmen’s Compensation Bu- 
reau. There are eight or ten such. 

Pressure of private business pre- 
cluding Charles Phelan of the Aetna 
Life, from devoting the time necessary 
to the position, Mr. Phelan resigned 
the secretary-treasurership of the Ex- 
change. “Ben” Sturgis, of the local 
office of the Fidelity & Casualty, was 
chosen in his stead. 





MADE MANAGER IN NORTHWEST 





General Accident Appoints O. J. Steph- 
enson for Several States—A 
Successful Producer 





O. J. Stephenson, of Winona, Minn., 
one of the most aggressive and success- 
ful producers in the Western field, has 
been made manager of the 'Northwest- 
ern department of the General Acci- 
dent. His territory includes Minne- 
sota, Wisconsin, Iowa and Nebraska. 
He succeeds Baumann & Gordon Co. 

‘Mr. Stephenson was a special agent 
of Baumann & Gordon Co., previous to 
that being connected with the Fidelity 
& Deposit Company. 





ROYAL LIFE’S PLANS 

The Royal Life, of Chicago, is work- 
ing on its new health and accident 
department. This Company has made 
unusually active progress. A. Clover, 
the president, is himself a large pro- 
ducer. The head of the accident and 
health department will be Peter W. 
Meyers, who has been with the Com- 
pany in its life department as a dis- 
trict superintendent. 





WANT SUBSTANTIAL DAMAGES 

Damage actions brought by injured 
employes and others during the past 
week include the following: David F. 
Cole, minor, against the Rome Savings 
Bank and C. R. Edwards, of Rome, 
N. Y., to recover $10,000. 


FLAYS COMPENSATION BUREAU 


ASTOR 





SESSIONS AT HOTEL 





W. S. Bucklin Says It is Monopoly— 
Officers Eiected—Larger 
Assessments 
What was characterized by those 
present as the most successful meet- 
ing yet held of the Emp.oyers Mutual 
Casualty Federation of America—which 
is the National organization of the 
workmen’s compensation mutuals— 
took place at the Hotel Astor on Mon- 

day and Tuesday. 

The reading and discussion of papers 
took up a large part of the first day, 
but on Tuesday the business session 
and election of officers was carried out 
according to program. 

It was decided not to increase the 
annual dues which are now $50, but 
the privilege was agreed upon to call 
for an additional $50 assessment if the 
executive committee deems it desir- 
able. President J. C. Adderly who is 
secretary of the Ben Franklin Mutual 
Casualty and of the Millers Mutual 
Casualty, both of Chicago, made an 
ideal presiding officer and was re- 
warded by being re-elected for the next 


ear. 

Although the Association is about 
two years old it has only about 8 or 9 
members but at the meeting this week 
there were 21 companies represented 
which by vote of the organization were 
at once made members. It is expect- 
ed to increase this number to 30 this 
winter, as there are a large number of 
applications pending. 

Bucklin’s Views 

The Workmen’s Compensation Ser- 
vice Bureau was bitterly attacked by 
Walter S. Bucklin, President of the 
Massachusetts Employes insurance 
Association who claimed that the fact 
that this bureau would not co-operate 
with the mutuals made it a practical 
monopoly as well as being un-Ameri- 
can. This statement was made on the 
floor during a discussion as to the 
means of combining statistics. 

Mr. Bucklin said he had very pro- 
nounced ideas as regards the future 
of the insurance business as he be- 
lieved that a revolution in insurance 
practice was coming. He admitted, 
however, that the statistical bureau 
maintained by the Workmen’s Com- 
pensation Service Bureau was the most 
practical and perfect organization of 
its kind in existence. This view was 
taken by several other speakers who 
expressed the hope that some arrange- 
ment might be made for the mutuals 
to benefit from the stock companies 
statistical bureau. Because of the 
need of active work during the coming 
year it was decided to enlarge the 
executive committee from 5 to 9 mem- 
bers, the president and secretary of 
the organization being, ex-officio mem- 
bers of this committee while 7 mem- 
ters were chosen at large. 

Legislative Work 

Apparently the legislative work pre- 
viously accomplished by the Associa- 
tion has been on an individual basis 
and President Adderly admitted that 
he alone had spent about $1,200 for 
this purpose. With the assessments 
and dues it is expected that about $3,- 
000 would be available in future for 
carrying on this work. 

Mr. Adderly, however, expressed the 
hope, that an arrangement might soon 
be made whereby a bureau might be 
established with a permanent secretary 
whose Office would be a clearing house 
for information. He said that the 
mutual fire insurance companies had 
such a bureau and he thought it might 
be possible for the casualty mutuals 
to make some arrangement for par- 
ticipating in the work of this organiza- 
tion. 

The case of the mutual fire insur- 
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ACCIDENT, HEALTH AND BURGLARY 
Insurance in New and Attractive Policies 


Liberal Agency Contracts to agents in small towns 


Apply to nearest General Agency or to Home Office 


GENERAL AGENCIES FOR EASTERN STATES 
Le Rivinus & Co., 3 South William Street, New York 
W. T. Whelan, Resident Manager, 80 Maiden Lane, New York 
CG. H. Shearer, Jr., 416-20 Walnut Street, Philadelphia 
John Paulding Meade & Co., 99 Milk Street, Boston 
Charles Wharton, Jr., 212 Bakewell Building, Pittsburgh 
Percy H. Russell, 9th and New York Avenue, N. W., Washington 


MONTPELIER, VERMONT 





ance companies when a single matter 
was to be arranged the members who 
were nearest the field were instructed 
to go ahead and the cost of such work 
was pro rated among the other mem- 
bers. This year the mutual fire insur- 
ance companies will raise about $25,- 
000 for this purpose. 


Stamp Taxes 


The subject of stamp taxes came up 
during the session on Tuesday and 
reference was made to the exemption 
secured for the mutual companies. The 
opinion was expressed, however, that 
this part of the act had been faultily 
drawn and therefore there was a possi- 
bility that there might be trouble as 
to proving that the mutual compensa- 
tion companies did business with no 
idea of profit, especiaily if any surplus 
was accumulated. 


It was stated that there was no doubt 
about the intention of the act but its 
interpretation was somewhat uncertain. 
‘Lhe general opinion seemed to be that 
where workmen’s compensation poli- 
cies only were issued there was no 
question about the stamp tax being ex- 
empted but when employers liability 
policies are issued that the stamp tax 
must be paid. 


It was pointed out that in some sec- 
tions of the Act that policies and not 
companies were mentioned as subject 
to the tax. The matter, however, will 
be tested in the near future by the 
fire mutuals which have engaged 
former Insurance ‘Superintendent Vor- 
hys of Ohio to contest the questions 
which have arisen as to the applica- 
tion of exemption for mutuals. 


Surplus not Profit 


The counsel of the Association has 
ruled that all policies not distinctly 
workmen’s compensation are subject to 
the tax. He has also heli that it is 
in no sense a profit because a refund 
is made. It is the same thing as 
trustees putting money out at interest 
for if the amount involved were hand- 
led individually by the companies they 
would receive interest as an offset. 


The American Mutual Compensation 
Company of New York was represent- 
ed at the meeting and asked to be 
come a member. The election of offi- 
cers resulted in the choice of the fol- 
lowing Officers and executive commit- 
teemen: J. C. Adderly, Millers Mutual, 
president; Charles E. Hodges of the 
American Mutual Compensation of New 
York, first vice-president; Elmer H. 
Dearth, acting secretary of the Michi- 
gan Workmen’s Compensation Insur- 
ance Company of Detroit, second vice- 
president; Victor A. Trundy, secretary- 
treasurer. The following were elected 
to the executive committee: 


John L. Train, Utica Mutual; James 
H. Kemper, Lumbermen’s Mutual; Chi- 
cago; J. E. Rohr, Workmen’s Com- 
nensation Mutual Liability, Milwaukee; 
W. S. Bucklin, Massachusetts Em- 
rloyes Insurance ‘Association; E. F. 
Perry, Lumber Mutual Casualty, New 
York; G. L. Mallory, Security Mutual 
Casualty, Chicago; J. A. Collins, 
Mutual Boiler Insurance Company, 
Boston. 





PERSONAL ACCIDENT BUREAU 


COMPANIES 





TAKE NEW STEP 





Bureau of Personal Accident and 
Health Underwriters Starts With 
Sixteen Companies 





The accident men of the East are 
getting back to first principles. They 
have found out the desirability of hav- 
ing an assOciation of their own for 
handling the peculiar problems con- 
stantly cropping up in the personal 
accident and health game and the re- 
sult was the formation on Tuesday at 
the Hotel Astor of the Bureau of Per- 
sonal Accident and Health Underwrit- 
ers. 

The new organization starts off with 
a membership of sixteen companies 
which are representative of the best 
principles of the commercial accident 
and health business. The organization 
was advocated at the recent annual 
meeting of the International Associa- 
tion of Casualty and Surety Underwrit- 
ers. As a matter of fact the accident 
men who make up the membership are 
distinctly enthusiastic over the pros- 
pects for the new bureau. 

Walter C. Faxon vice-president of 
the Aetna Life is chairman of the 
bureau and F. Robertson Jones, secre- 
tary. The governing committee com- 
prises the following members in addi- 
tion to Mr. Faxon. Robert J. Hillas, of 
the Fidelity & Casualty; John T. Stone, 
of the Maryland Casualty; William G. 
Curtis, of the National Casualty; 
William BroSmith, of the Travelers; 
W. C. Potter, of the Preferred Acci- 
dent; Charles H. Holland, of the Royal 
Indemnity, and D. G. Luckett, of the 
United States Casualty. 

It was suggested by Charles H. Hol- 
land, vice-president of the Royal In- 
demnity that steps be at once taken 
by the governing committee to bring 
about uniformity in personal accident 
and health policy contracts and in addi- 
tion to consider the advisability of 
setting a uniform commission rate. 

A resolution to this effect was then 
adopted as an advisory recommenda- 
tion to the governing committee. This 
latter committee went into a long 
session later in the day to consider 
this and other matters. The following 
companies are members of the new 
bureau: 

Aetna Life, .Casualty Company of 
America, Connecticut General Life, 
Continental Casualty, Fidelity & Cas- 
ualty, Globe Indemnity, Hartford Acci- 
dent & Indemnity, Interstate Business 
Men’s Accident, Maryland Casualty, 
National Casualty, New Amsterdam 
Casualty, Preferred Accident, Royal In- 
demnity, Travelers, United States Cas- 
ualty, United States Fidelity & Guar- 
anty. 





BRANCHING OUT 
Already licensed in Washington, the 
Georgia Casualty Company, of Macon, 
it is understood, plans to enter addi- 
tional Pacific Coast States. 





Read & Potter of Boston, have been 
given the local agency for the personal 
accident, health and burglary depart- 


_ments of the New Amsterdam Casualty 


Company of New York. 
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FAVOR UNIFORMITY OF LAWS 





National Civic Federation in Annual 
Session Strongly Urges Such 
Action 





The National Civic Federation which 
held its annual meeting in New York 
city beginning December 4, took con- 
siderable interest in the subject of 
workmen’s compensation. August Bel- 
mont, as chairman of the committee on 
workmen’s compensation of the federa- 
tion, laid special emphasis on the need 
of uniformity in State legislation on 
this subject, and called attention to the 
situation last March which resulted in 
two committees being provided for by 
the federation—one committee on uni- 
formity of State legislation and one on 
statistics and cost. The latter commit- 
tee has favored the establishment of a 
thoroughly prepared statistical bureau 
but funds have not been available. 

Mr. Belmont - referred to the com- 
plaint because of the delay in adminis- 
tering the New York act and said that 
the question naturally arises whether 
the benefits which a man finally re- 
ceives, offset the delay in securing the 
money at a time when he needs it 
most. He thought that sufficient time 
had not elapsed to determine the cor- 
rect value of the theory of paying 
claims through a commission. He re 
ferred to the fact that one of the very 
serious difficulties of the law is that 
it does not cover all industries. This 
may be changed iater. 

Mr. Belmont referred to the fact that 
some representatives of the labor in- 
terests favored eliminating the self-in- 
surance feature from the law on the 
ground that the employed who carries 
his own risk, is apt, as a pretext, to 
dismiss men whom he claims are 
physically defective. In addition he 
thought that a separation should be 
made in studying workmen’s compensa” 
tion between it and social insurance. 





COMPANIES TO AID 
Travelers and the Aetna Promise to 
Help New York Authorities in 
Coroners Investigation 





The investigation of the affairs of the 
board of coroners in ‘New York city 
has dragged in the names of such well 
known companies as the Travelers 
and Aetna Life which were interested 
in certain cases which involved charges 
of mismanagement on the part of cer- 
tain coroners. A mountain has been 
made out of a mole hill by Commis- 
sioner Wallstein who has had the 
coroners on the grill, due to the fact 
that one or two of their number have 
done some investigation: and medical 
work for the insurance companies. 

An appeal was made by the Commis- 
sioner to Insurance Superintendent 
Hasbrouck of the Insurance Depart- 
ment, to interest himself in the cases. 
Mr. Hasbrouck has written that he has 
been informed by the Travelers that 
the company volunteers to turn over 
to the Insurance Department the rec- 
ords of the cases which are wanted in 
the investigation and it is believed that 
other companies involved, will follow. 

The reason that the records were de- 
manded by Commissioner Wallstein who 
is conducting the investigation, was 
that it was reported that certain 
coroner’s employes had demanded pay- 
ment from insurance companies for in- 
formation to which the companies are 
entitled, without pay. Mr. Hasbrouck in 
his letter stated that his department 
would gladly co-operate in rendering 
any possible assistance in connection 
with any other cases involving compa- 
nies transacting business in New York 
State. 





MARINE RATES ADVANCED 

Fearing the strong German squadron 
that has been cruising in the Southern 
Atlantic for some weeks, would split 
up, and make for points off the African 
coast, marine rates covering all ves- 
sels traveling the threatened zones, 
were advanced 2% per cent. on Mon- 





ADDING TO ITS FORCE 





Fidelity & Deposit Company Selects 
Campbell and Armstrong as its 
Texas Representatives 





An accession to its salaried field staff 
upon which the management of the 
Fidelity & Deposit Company of Balti- 
more, is congratulating itself, is that 
of Campbell and Armstrong as its chief 
representatives in Texas. 

J. A. Campbell, was for some years 
with the Travelers in Chicago, later be- 
coming assistant manager of the Com- 
pany’s Chicago office. He joined the 
forces of the Fidelity & Deposit Com- 
pany on the Ist inst., and after 
thoroughly acquainting himself with 
the Company’s methods of doing busi- 
ness, will go to Dallas to supervise the 
casualty line in the State. The Com- 
pany’s surety interests in Texas have 
been looked after by Edmund G. Arm- 
strong for some time. As Messrs. Camp- 
bell and Armstrong are both young men 
of sober judgment, and with plenty of 
good red blood coursing through their 
veins, the combination is one that 
should prove most advantageous for the 
Fidelity & Deposit, and indicates the 
type of men that the Company is seek- 
ing for positions of responsibility, both 
in office and field. 





PAY FOR BROADER POLICY 





Burglary Policies on Residences Sold 
Without So Many Restrictions 
For Higher Premiums 
In spite of the disorganization now 
apparent in thé plate glass field, the 
burglary situation which is so closely 
related to it in some companies where 
the two departmen‘s have the same 

manager, has remained normal. 

The restrictive provisions which 
were put into the residence burglary 
policy about a year ago, are working 
out satisfactorily in most cases, but 
some companies are eliminating some 
of these restrictions in consideration 
of an extra premium charge. 

In some cases policyholders are glad 
to pay a little extra to have the cov- 
erage broadened. So far little experi- 
ence is available to show the under- 
writing profit of the new form with 
the coinsurance clause which was 
adopted a year ago, but it is believed 
that it will prove eminently satis- 
factory. 





LLOYDS BIG PROFITS 


Losses on Marine Business $3,000,000 
on War Risks—Only a Fifth 
of Premiums 





An interesting sidelight on the 
profits of London Lloyds on war risk 
insurance was shown at the annua! 
meeting of the Employers Mutual Cas- 
ualty Federation at the Hotel Astor 
this week. In the statement made by 
a person present that up to two weeks 
ago the loss of Lloyds on war risks 
has not been over $3,000,000 yet this 
sum was only about 5 per cent. of the 
total of war risk premiums secured. 

This illustrated the reason why it 
is becoming increasingly difficult for 
the compensation mutuals to secure 
the catastrophe hazard insurance 
sought by the Federation from London 
Lloyds. 

Thomas Bloomfield now connected 
with Ream, Ives & Wrightson, Inc., 
was abroad several months in further- 
ing this business but found difficulty 
particularly because of the big money 
which London Lloyds was able to make 
in war risk insurance. 

London underwriters haye apparent- 
ly been inclined to take care of the 
home market first. It was stated at 
the meeting in this connection that it 
was impossible to secure reinsurance 
of the catastrophe hazard in this 


country at present and therefore re- 
course had to be taken to London 
Lioyds. 











No Red Tape and 
No Delay 


Incorporated April, 1905 


AMlinnis Surety Company 


HOME OFFICE, 134 S. La Salle Street, CHICAGO 


“WE ISSUE SURETY BONDS” 
Liberal Commissions 


Local Agents Wanted Everywhere 


Attractive Contracts 
WRILE TODAY 











INTERSTATE 
Life & Accident Company 


CHATTANOOGA, TENN. 
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Tenn., Geo. 
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Most Loyal Agency Force on Earth 
AND THERE’S A REASON 


Ask H. D. HUFFAKER, President 
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The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE policy 


(. R. CLEMENTS, Sec, & Treas. 








WALTER McKEAN HILLAS 





Fidelity & Casualty Company’s New 
Official a Well Trained 
Underwriter 


As “a well merited recognition of a 
lengthy period of efficient work for the 
Company” Walter McKean Hillas was 
recently advanced to an assistant sec- 
retaryship of the Fidelity & Casualty 
Company of New York. 

Of the new official the “Monthly 
Bulletin” of the Company says: 

“Mr. Hillas, who is a brother of 
President Hillas, was born in West 
Hoboken, N. J., in 1879. He began 
his business career in 1897, in the 
New York office of the Sun Insurance 
Co. of London, England, but in 1899 
withdrew from the fire insurance busi- 
ness to enter the Accounting De- 
partment of the Fidelity and Casualty 
Company. A year later he was trans- 
ferred to the Accident Department, 
where subsequently he rose to the po- 
sition of underwriter, and in 1911 was 
made an assistant superintendent of 
that department.” 





Salesmanship is so 
closely allied to 
every occupation, 
profession or call- 
ing that its prin- 
ciples should form a part of every one’s 
education. The best farmer in any 
locality would lose considerable money 
if he were not able to sell his products 
at a reasonable price. The laboring 
man who cannot sell his labor to ad- 
vantage is, as a consequence, under a 
heavy handicap, says the old Line Life 
Insurance Company. 

Education in salesmanship now 
forms an important part in the educa- 
tion of even a dentist. The insurance 
business has been recognized as one 
of the best salesmanship schools. 

A great many salesmen of ability 
apparently overlook the importance of 
selling their ability for its full value. 


A 
Definition 
of Salesmanship 


There is positively no line of legiti- 
mate business where there is a greater 
opportunity for advancement or which 
offers a larger return for the effort ex- 
erted than the selling of accident and 
health insurance on the monthly pay 
plan, 

The need for this protection has been 
so thoroughly established as to leave 
but little room for comment. Nine 
out of ten men you will meet realize 
that their health is their most valuable 
asset. The other one needs ‘but to be 
referred to the invalid to be convinced. 

Now, that this protection has been 
reduced toa science, it can be offered 
at so small a premium as to warrant 
the prospect in asking you “How can 
the Company do it?” its popularity is 
easily understood. There are no objec- 
tions that can be offered against pur- 
chasing it. About fifty different ex- 
cuses comprise the stumbling block that 
the agent is required to overstep. The 
answers to these can be memorized in 
forty-eight hours. 

You have heard of our Company and 
realize that we are well qualified to 
handle this popular form of insurance. 
Our method of educating our agents is 
to furnish them with a set of instruc- 
tions covering every. phase of the 
business; an explanation of the Com- 
pany and the business; where to find 
your prospects; how to approach the 
prospect; eight different plans how to 
hold the prospect’s interest until the 
proposition has been submitted and two 
different manners of submitting the 
proposition. The policy is then divided 
into parts and each part explained. 
Every objection or excuse that you 
will ever meet is set forth and answer- 
ed, sometimes in three different ways, 
together with an illustration. 

In addition to these instructions, we 
have a staff of experienced teachers 
who go with the beginner and show 
him how to put these suggestions into 


‘No investment is required. The 
qualifications are honesty, sobriety and 
ambition. 
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UNIFORM MUTUAL MEASURE 


ASK COMMISSIONERS’ APPROVAL 








Casualty Federation Has Comprehen- 
sive Plan Arranged for 
Management 





If the mutual casualty insurance cor- 
porations have their way the National 
Convention of Insurance Commission- 
ers will see to it that the uniform bill 
approved by the Employers Mutual 
Casualty Federation and the National 
Association of Mutual Insurance Com- 
panies shall become a law in every 
State. 

The mutual men adopted a draft 
for a uniform bill at the meeting De- 
cember 22 to 24, 1914, at Columbus, 
Ohio. A few changes were made in 
this draft at the meeting at the Hotel 
Astor this week and it was then pre- 
sented to the insurance commissioners 
for their approval. 

Part I of Section 7 was changed, 
however, to provide that no mutual 
should issue policies until it shall have 
bona fide applications for insurance 
from at least 20 members. Part 3 of 
Section 7 was likewise changed to pro- 
vide that where more than one kind 
of insurance is written, the company 
shall hold admitted assets for eacn 
additional kind of insurance to be is- 
sued, equal to five times the maximum 
single risk assumed. 

Boiler Provision Change 

Another slight change was made in 
Part 4 of Section 8 covering boiler 
explosion. It was amended to give the 
mutual the right to make inspections 
and issue certificates of inspection to 
cover against loss of use and occu- 
pancy caused by the explosion insured 
against. In Part 7 of Section 8 the 
words “a surplus equal to” was cut 
out and the section which related to 
the licensing of any mutual to transact 
any additional kind of insurance was 
so arranged that this could be done 
provided it holds the admitted assets 
required under sub-Section 3 of Sec- 
tion 7. The original draft gave such 
privileges provided the mutual held “a 
surplus equal to” the admitted assets. 

There was considerable opposition 
from the New York contingent to Sec- 
tion 13 as it appeared in the draft. 
This provided that no mutual corpora- 
tion should issue any insurance policy 
for a cash premium and without con- 
tingent liability until and unless it 
possesses a surplus of at least $100,- 
000 and not less in amount than the 
capital required of the domestic stock 
insurance companies. 

Wolfe Opposes Section 13 

Lee J. Wolfe, the consulting actuary, 
in speaking as secretary of the Indus- 
trial Mutual Liability Insurance Asso- 
ciation of New York, emphatically op- 
posed the Federation going on record 
for this section as it appeared in the 
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original draft. He stated that he 
would fight against any such proposi- 
tion going into the draft of any uni- 
form bill in New York State. 

A committee appeared before the 
session of the National Convention of 
Insurance Commissioners which met in 
New York on Tuesday headed by 
President J. C. Adderly to speak in 
behalf of the uniform bills formal 
adoption by the insurance commis- 
sioners. 

Reserve Question 


Mr. Wolfe in discussing Section 15 
said that the reserve on Workmen’s 
Compensation should not be calculat- 
ed on the same basis for employers 
liability as it was virtually accident 
insurance. He thought it would be un- 
just to compel mutual casualty com- 
panies in this State to follow such a 
principle. 

It was the opinion of those present 
at the meeting that no mention should 
be made in the bill to the effect that 
the reserve basis should be the same 
as that prepared for the State fund as 
it was not deemed desirable that the 
idea of the State fund should be con- 
sidered in this connection. 

However, it was admitted to be good 
policy, that in States where there is 
a State fund, to provide in the draft 
that the reserve basis should be the 
same for the mutual compensation com- 
panies. 





PLATE GLASS PUZZLES 





Insurance Department is to Discover 
What Companies Have Been 
Rate Cutting 





The decisive action taken by the 
New York Insurance Department in 
handling the plate glass insurance 
situation is considered as an index 
of what may be expected if similar 
tactics are followed by other insur- 
ance organizations which come under 
the direction of the rating association 
bureau of the insurance department. 
The plate glass companies have been 
upset in rates and practices for many 
months and the organization of the 
Plate Glass Insurance Alliance failed 
to clear the atmosphere. 

Reports are current on the street 
of all sorts of cut-rate practices. 
Risks are reported written as low as 
1 quarter of the rates authorized by 
the defunct Plate Glass Underwriters 
Association, while commissions have 
been paid as high as 45 per cent. This 
is in spite of the fact that the alliance 
companies are paying only 25 per cent. 
which is admitted to be the maximum 
commission which it is advisable to 
pay in the business, if a profit is to 
be shown. 

The conference called for Monday, 
December 14, by the Insurance De- 
partment, which has injected itself 
into the situation, is to devise ways 
and means for uniformity of action. 
Strange to say some of the companies 
advocated the very same remedy before 
the Plate Glass Underwriters Associa- 
tion broke up, but were outvoted by 
certain of the companies which feared 
to have the department aware of what 
was going on. These same companies 
are now inclined to change their at- 
titude and face the inevitable. 

The belief is current that the de- 
partment will advocate a limitation of 
acquisition expense as was done with 
the companies’ writing workmen's 
compensation business over a year 
ago. At all events the companies must 
give up data to show how they have 
ducked under any rates which they 
agreed to use as a minimum tariff. 
The alliance companies, while made 
up of the younger companies in the 
business in the main, have consulted 
with the insurance department all 
along and do not fear the results of 
the coming conference. 





The Standard Life has appointed 
Charles F. Armour general agent in 
Erie County, Pennsylvania, with head- 
quarters at North Girard, Pa, 





Georgia Casualty Company 


MACON, GEORGIA 


W. E. SMALL ° ° ° President 
A STRONG CASUALTY COMPANY Surplus and Reserves over $800,000 


Writes the_Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH 
AUTOMOBILE BURGLARY ELEVATOR 


Agents Wanted in Undeveloped Territory 
Apply PETER EPES, Agency Manager, Home Office 


LIABILITY 
TEAMS 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 


Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
C. NORIE-MILLER, United States Manager 


Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 
Semi-Annual Statement, June 30, 1914 


ee ee ee $11,606,723.00 
a. eee 8, 167,993.93 
RR ere 1,000,000.00 
Surplus ever all Liabilities. ._.. 2,438,729.07 
Losses paid to June 30, 1914.... 46,713,497.00 


THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 
ridely Bonds; Surety Bonds; Accident, Health and Disability Insurance; Burglary, Larceny, 
and eft Insurance; Plate Glass Insurance; Liability Insurance—Employers’, Public, Teams 
(Personal Injury and Property Damage), Automobile (Personal Injury, Property Damage and 
Collision), Physicians’, Druggists’, Owners’ and Landlords’, Elevator, Workmen's Compensation - 
Steam-Boiler Insurance; Fly-Wheel Insurance. 








Prudential Sasualty Sa. 


INDIANAPOLIS 





Assets Over a Million 











LINES WRITTEN 


AUTOMOBILE - LIABILITY - PROPERTY DAMAGE - COLLISION 

EMPLOYERS LIABILITY - - PUBLIC - - TEAMS - - - ELEVATOR 

WORKMEN'S COMPENSATION - GENERAL LIABILITY - COMMER- 

CIAL AND INDUSTRIAL ACCIDENT AND HEALTH - - - BURGLARY 
PLATE GLASS 


Satisfactory Service to Policyholders and Agents 











Se. NEW ENGLAND 
CASUALTY CO. 


te cet , Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 
Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 


~ 
Ky 















NORTH CAROLINA NEXT study to the operation of such meas- 

A workmen’s compensation bill is ures in ‘New York, Massachusetts and 

promised when the North Carolina other Northern States, and argue that 

General Assembly next meets. The similar legislation would be highly 
State authorities have given careful beneficial in the Tar Heel State. 





24 THE EASTERN UNDERWRITER 


December 11, 1914. 

















San Francisco Losses 
Amounting to $4,522,905:00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


Liverpool 


U. $. Cash Assets, Dec. 31, 1913 $14,261,648.20 
Surplus, = - : 4,629,018.15 
Losses Paid by Chicago Fire, 1871 3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire, 1904  1,051,543.00 


mmo F-ondon 
ano Globe 
Insurance Co, 


CIMICED 


Over $137,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, MANAGER 
G. W. HOYT, DEPUTY MANAGER 


J. B. KREMER, AssT. DEPUTY MANAGER 
T. A.-WEED, AGENCY SUPERINTENDENT 


NEW YORK OFFICE 
80 William Street 














PURELY MUTUAL CHARTERED 1857 


THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,304,385,035 


Satisfied Policyholders to the number of 13,073 (out of 45,862 per- 
sons applying) purchased additional insurance in 1913. 
Northwestern Policies are easiest to sell and stay longest in force. 
Agents Protected by enforced No-Brokerage and Anti-Rebate Rules. 
It Will Pay You to Investigate 
Before Selecting Your Company Large 
Write to 


H. F. NORRIS 
Superintendent of Agencies 


Milwaukee, Wisconsin 








** Dividends ”’ 
Low Cost 
Service Policy 


Income Insurance 


Corporation Insurance 








Partnership Insurance 














Bankers Life Company 
DES MOINES, IOWA 


ORGANIZED 1879 


Insurance Issued and Restored 1913 (Paid-for) 
$60,907,000.00 


Increase in Admitted Assets For Year 


$2,630,411.43 


ERNEST E. CLARK President 




















“WHAT THE EQUITABLE 
OFFERS” 


What the Equitable Offers is the title 
of a booklet listing in detail the many 
attractions and advantages of Equitable 
policy contracts. 

While intended for the prospective 
insurer, it will interest any insurance sales- 
man who is curious to know why Equitable 
policies sell readily, renew steadfastly and 
meet every conceivable need of all classes 
of insurers. A copy will be sent to any 
address on request. 


The Equitable 
Life Assurance Society 


of the United States 
165 Broadway, New York 


W. A. DAY, President 


THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 
CHICAGO Resident Manager 
—— 55 JOHN STREET 
F. W. LAWSON 


New York 
General Manager 


Liability, Accident, Elmer A. Lord & Co. 


7 145 Milk St., Boston 
Burglary, Boiler and ‘Fens &- Resident ey 
Credit Insurance Established 1869. 


New England 
London Coneeiee & Accident Co., Ltd. 
OF LONDON, ENGLAND 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
‘Formerly The Metropolitan Plate Glass and Casualty Insuranee Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 


i (“ACCIDENT POLI Cl ES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
R. R. CORNELL, Vice-Pres, 8. WM. BURTON, Sec. ALONZO G. BROUK», Ase’t Sec. 


Reliable and Energetic Agents Wanted 

















. Alexander, ~y 


W. Alexander, Pres. 
De * Lege, Asst. S 


im. Stewart, V. .{ 


~~ MD. 
Cash Capital $1,000,000.00 Surplus to Policyholders $1,203,604.68 
FOR AGENCIES IN NEW YORK, NEW JERSEY and PENNSYLVANIA, 
Apply HOME OFFICE 

















